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The Answer is— BOTH! 





HERE is no competition between copy 

writing and media selection. The best in 
both activities is indispensable to successful 
advertising. Obviously the same degree of care 
used in producing a sales message should be 
employed in selecting the means to get that 
message before the right people. Guesswork, 
opinions and unverified claims have no place 
in media selection any more than careless 
phraseology and loose state- 
ments havein advertising copy. 


Facts, decided by advertis- 


SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Circulations.To buy advertising without this in- 
formation would be like an attorney attempting 
to practice his profession without a law library. 


This business paper is a member of the 
Bureau. Our A.B.C. reports tell how much cir- 
culation we have, how it was obtained, where 
it goes, an industrial or occupational analysis 
of subscribers, how much readers pay, the 
percentage of renewals and other facts that 
buyers need in order to select 
the media best adapted to their 
requirements. Thisinformation 


ers as essential in evaluating Paid subscriptions and renewals, as is verified by thorough audits of 


wane i defined by A.B.C. standards, indicate 
the advertising worth of media a reader audience that has responded 


our circulation records, made 


_ _ * " toa publication’s editorial appeal. annually by A.B.C. auditors. 
and in applying media to mar With the interests of readers thus y by 


kets, are supplied in the reports identified, it becomes possible to Advertising in this paper re- 


‘eased by the Audit Bureau of 


reach specialized groups effectively : : : . . 
with qusiaiion’ sivmtiinaaeiell. ceives audited distribution. 
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Move Over, 
Billionaires 


At the close of the first 
half of 1942, we were 
within sixty million dol- 
lars of having a billion 
dollars of Life Insurance 
in force. 


Thus it will not be long 
before we join that select 
group of Companies in 
the billion dollar class. It 
could happen during the 
last half of 1942, certainly 
by early 1943. 


The thought about it 
that gives us the greatest 
satisfaction is the security 
that Life Insurance means 
to the people who own it. 
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“The Moving Finger Writes” 


Destiny plays no favorites! 


Beneficiaries of more than 73,000* policyholders 
who died within one year after purchasing their 
life insurance received claims totalling $33,326,- 
000 in 1941. 


With a few possible exceptions, not one of the 
73,000 insured believed, when they applied for 
the protection, that death was so near. But they 
did listen to the sound advice of the agents who 


solicited them. 


Tell your prospect of the necessity for this vitally 


important preparedness. 


*Combined figures for all companies. 
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Treasury Counsel 
for Tax Exempting 
Life Premiums 


Statisticians Also Hear 
D. B. Woodward of 
Mutual Life of N. Y. 


NEW YORK—Addresses by Ran- 
delph Paul, general counsel of the Treas- 
ury, and Donald B. Woodward, research 
assistant to the president of Mutual Life, 
before the New York chapter of the 
American Statistical Association, con- 
tained points of general interest to the 
life insurance business. 

Though neither speaker 
the seriousness of the inflation 
and the need for raising money to prose- 
cute the war, Mr. Paul gave encouraging 
evidence that the Treasury recognizes 
the special character of money put into 
life insurance premiums, while Mr. 
Woodward cautioned against “gloomy 
assumptions that wartime anti-inflation- 
ary regimentation would be carried over 
into the postwar economy,” declaring 
that the seeds of the cure for regimenta- 
tion have already been planted. Mr. 
Woodward pointed out that because of 
almost incredible advances in technol- 
ogy the postwar relaxation of restraints 
on spending need not bring about infla- 
tion, for the demand represented by this 
“emancipated money” will be met by a 
supply of goods “in a volume-at a speed 
and with a cheapness without parallel in 
all mankind’s history.” 


discounted 
threat 


Gives Five Tests 


Mr. Paul gave five tests as the criteria 
ot adequate taxes and said that any tax 
could be considered satisfactory only as 
it met them. One of these tests he gave 
as follows: “Additional taxes should rec- 
ognize the necessity of facilitating a 
gradual adjustment of commitments 
undertaken at lower tax levels to pay 
debts, purchase insurance and make reg- 
ular savings.” 

Later on he said, “The net income— 
not the gross income—tax comes closest 
to satisfying the tests I have set forth. 
It should therefore remain our major re- 
liance for war finance. At the same time 
if the income tax is increased rapidly, a 
point is reached beyond which further 
increases run counter to some of the 
tests of sound taxation. Under present 
conditions it is difficult to increase the 
individual income tax as much as neces- 
sary unless allowance is made for fixed 
commitments to repay debts, to pay life 
Msurance premiums and to make regu- 
lar savings—forms of expenditures that 
exert no inflationary pressure.” 


Favors Spendings Tax 


After listing the various possible types 
of tax and discussing the merits and 
Shortcomings of each Mr. Paul pro- 
ceeded to develop arguments in favor of 
a spendings tax, that is, a tax on 

(CONTINUED ON LAST PAGE) 





Actuaries Face 
Vital Questions of 
Hour at Toronto 


Provocative and timely questions have 
been formulated to serve as the basis 
for the periods devoted to informal dis- 
cussion at the joint meeting of the Ac- 
tuarial Society of America and Amer- 
ican Institute of Actuaries in Toronto 
Oct. 19-21. 

Under the heading war clauses, these 
questions are posed: 

Should the companies be urged to use 
standard wording as well as similar pro- 
visions in war clauses? 

Is the exclusion of all deaths while in 
service outside the home areas justified? 

Is it desirable to exclude deaths due 
to an act of war while in service in the 
home areas? 

What should 
areas?’ 

What rules are being followed with 
respect to the insertion of war clauses 
upon reinstatement, and upon selection 
of a contractual option which requires 
submission of evidence of insurability ? 


Other Wartime Problems 


Under “Other Wartime 
there are these questions: 
_ Do current war losses either on men 
in service or on others represent an ap- 
preciable part of total claim payments 
in 1942? 

What allowances or other privileges 
are now being granted to company em- 
ployes in military service? 

What changes have been made in sal- 
aries and in hours of work of home office 
employes since Jan. 1, 1942? 

To what extent have women replaced 
men either in the home office or in the 
field? What types of office work, if any, 
are being eliminated, and what attempts 
are being made to shorten or simplify 
home office procedure? 

What is the effect on insurance com- 
panies of Canadian war measures with 
particular reference to wage and price 
controls, financing of war, and income 
tax provisions? 

Under the subject 
there are these: 

What has been the experience under 
nonmedical insurance with respect to 
mortality, persistency, and cooperation 
of the field force? 

In view of greatly increased demands 
on the medical profession under present 
conditions, what changes in underwrit- 
ing practices, such as liberalization of 
rules for nonmedical insurance, are prac- 
ticable? 

Based on current conditions, what is 
a reasonable schedule of extra premiums 
tc cover civilian travel or residence in 
locations outside the home areas, or ma- 
rine risks not in the national services? 

In view of conditions surrounding 
wartime industrial employment, what 
changes in occupational classifications 
are indicated; what problems are arising 
in connection with inspection reports? 

Under premium rates, reserves, and 
policy dividends: 

What changes have been made, or are 
contemplated, in premium rates, reserves 
and policy dividends? Do these changes 
adequately reflect current and probable 
future trends in mortality, interest, tax- 
ation, and expense rates? 

(CONTINUED ON PAGE 18) 
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of underwriting, 


Benefit Restoration 
in Pacific Mutual 


Apportionment of $1,800,- 
000 Is 7 Percent of Non-Can 
Coverage Withheld in 1936 


LOS ANGELES—President Asa V. 
Call ot Pacific Mutual Life announces 
that $1,800,000 to be applied toward the 
restoration of benefits under non-can- 
cellable income policies had been author- 
ized by the directors, with the approval 
of Commissioner Caminetti. This will 
amount to about 7 percent of the reduc- 
tion in benefits that was made July 22, 
1936. 

The present authorization will be ef- 
fective Dec. 31. It is contemplated that 
hereafter, subject to unusual and unfore- 
seen conditions, the directors will once 
each year appropriate from current earn- 
ings additional sums to be applied fur- 
ther to augment benefit payments until 
ultimate and complete restoration has 
been effected. 

Mr. Caminetti said this is a tangible 
demonstration of the soundness of the 
basic plan which the company is follow- 
ing, and is a splendid tribute to the con- 
structive vision of those who conceived 
and approved the plan. 


Caminetti Makes Comment 


“This department in conjunction with 
the insurance departments of a num- 
ber of other states has conducted two 
comprehensive convention examinations 
of the company’s affairs, and in addi- 
tion, we have had the benefit of care- 
ful studies made by several independent 
actuaries of national repute. From these 
exhaustive reports it has been deter- 
mined that most satisfactory progress is 
being made by the company, and that 
a start toward restoration of benefits 
is warranted at this time. 


Work of Committee 


Following completion of the conven- 
tion examination Mr. Caminetti Aug. 
25 named Harold P. Benjamin, deputy 
commissioner; William Schliepp, super- 
vising examiner, and Prof. A. N. Mow- 
bray, actuary, all of the insurance de- 
partment, and Vice-president William 
Breiby of Pacific Mutual as a committee 
to study the examination report and re- 
port as to advisability of proceeding 
with the non-can provision of the re- 
habilitation agreement. This committee 
concluded its work some days ago, and 
the action announced by President Call 
followed. 


Life Presidents 
Meeting Canceled 


NEW YORK—The annual meeting 
of the Life Presidents Association, 
which was scheduled to be held Dec. 


10-11 at the Waldorf-Astoria here, has 
been canceled. The decision was made 
at a meeting of the association Wednes- 
day. It would have been the 36th meet- 
ing. It is assumed that the Association 
of Life Insurance Counsel will also call 
off its convention. 





Proposed Taxes 
Will Amount to 5% 
of Dividends 


Calculation Is Made of 
Effect of New Income 
Tax Levy 


NEW YORK—Under the 
bill passed by the Senate, participating 
companies would have to pay an amount 
of income taxes on their 1942 income 
equivalent to about 5 per cent of the 
dividends they paid in 1942, according to 
figures based on companies having the 
bulk of participating business in force. 


Tax Around $24,000,000 


This group of companies had a 1941 
invested income of $1,005,148,500 while 
the corresponding figure for all Ameri- 
can companies was somewhat under $1,- 
300,000,000. Thus, these participating 
carriers had roughly 77.3 percent of the 
total investment income. Each com- 
pany’s share of the total tax contribu- 
tion of the entire life insurance business 
is proportional to its investment income. 
The best estimate of the tax which the 
companies will have to pay on their 
1942 incomes is around $24,000,000. 
Hence the group of participating com- 
panies under consideration would have 
to pay 77.3 of $24,000,000 or $18,552,000. 


Amount of 1942 Dividends 


revenue 


These companies had apportioned for 
the payment of annual dividends for 
1942 approximately $365,375,500. The 
$18,552,000 tax estimate would be 5.03 
percent of this dividend figure but be- 
cause of all the approximations involved 
in the calculation the only definite state- 
ment that can be made is that the tax 
would be in the neighborhood of 5 per- 
cent of the 1942 dividend total. 

The accuracy of this method in cal- 
culating how much the tax would affect 
any individual company’s dividend would 
depend to some extent on how closely 
the sum of its holdings of tax-exempt 
securities and investment expenses was 
in line’ with the average of all companies. 
These figures are to be deducted in ar- 
riving at the tax base. To the extent 


that the sum of the company’s tax 
exempt securities and investment. ex- 
penses was less than the average its 


net investment income would be greater 
as compared with the gross figure and 
hence correspondingly greater. than a 
company having the same gross invest- 
ment income but a larger total of tax 
exempt interest and investment ex- 
penses. 


Differences Evened Out 


The formula used in the Senate bill 
pretty well evens out the great differ- 
ences from one company to another that 
marked the original proposals for in- 
come tax revision. The earlier program 
would have heavily penalized companies 
with a high investment yield and let 
companies with a low yield off very 
lightly. 











Harrison Cites 
Magnitude of 
Fiscal Problem 


N. Y. Life President 
Gives Important Message 
at A.L.C. Meeting 


The magnitude of the fiscal problem 
facing the country was made very clear 
to those attending the American Life 
Convention in Chicago by George L. 


York Lite, 


The 


Harrison, New 
who addressed the closing session. 
session was prolonged 


president of 


final afternoon 
but the subjects under discussion were 
of the highest importance and of im- 
concern and there 
until the last. 
over until just about 6 
o'clock. The subjects discussed were 
war financing, the new tax bill and the 
Guertin committee’s proposal. 

Mr. Harrison said that the Treasury's 
program for the current fiscal year em- 
braces spending 75 billion dollars, mostly 
for war and lease-lend. This is 2/2 times 
the expenditures of last year and 23 
times those of 1929. He remarked that 
this is a stupendous sum even in these 
days of many ciphers. 


was a gocd 


The 


mediate 
attendance up 
sion was not 


scs- 


How to Raise the Money 


The " question is how to raise the 
money. The actual getting of this 
money is not the major problem but ra- 
ther how to get it with the least harm to 
the present generation and the least dan- 
ger to future generations. 

About 25 billion dollars is to be raised 
through taxes and Mr. Harrison ex- 
pressed the opinion that this is much too 
little. That means that there will have 
to be borrowed about 50 billion dollars 
in addition to taking care of some 14 bil- 
lion dollars of maturing obligations 
within the next 14 months. 


companies, savings 


Life insurance 
banks, etc., will take up about 5 to 6 
billion dollars and government trust 


funds of the Treasury reinvested in new 
issues will take up about 3 to 4 million. 
That still leaves about 40 billion dollars 
to be raised by individuals or by the 
commercial banks and that is the crux 
of the program. 

The Treasury has a goal of 12 billion 
dollars in war bonds and the sales are 
running now closer to the quota than 
they were. That still leaves about 30 
billion dollars to be taken over by com- 
mercial banks or approximately 60 per- 
cent of the entire amount to be bor- 
rowed, unless other corporations or indi- 
viduals increase their purchases or the 
tax bill is made higher. 


Banks’ Proportion Too Big 


The proportion to be taken by the 
banks is too big, he said. The banks, he 
pointed out, pay for government bonds 
with newly created deposits and these 
funds come back in the form of deposits 
of individuals. He said that as of June 
30, 12 month demand deposits of the 
commercial banks were up from 37 bil- 
lion to 42 billion and this compares with 
23 billion dollars in 1929. If the demand 
deposits are being increased 30 billion 
dollars a year and there is also taken 
into account the 11 billion dollars of 
currency the potential danger of expend- 
able money is obvious. 

Mr. Harrison said that the need is to 
finance more of the deficit through sales 
of bonds to the public instead of through 
banks. There must be mopped up con- 
sumer purchasing power. Taxation is 
the best means of protection against a 
rapid. price inflation. Private expendi- 

(CONTINUED ON LAST PAGE) 





HteNATIONAL UNDERWRITER 


Lieut.-Gen. Drum 
Talks to N. Y. Ass‘n 


Occasion Is an Impressive 
One; Speaker Stresses 
Need for Toughness 


NEW YORK—With 12 army and 
navy officers at the head table, includ- 
Lieut.-Gen. Hugh \. Drum, com- 
mandine general of the eastern defense 
command, the guest speaker, the New 
York City Life Underwriters Associa- 
tion’s opening meeting of the season 
was an impressive occasion and one 
which was marked by unusually heavy 
attendance, In addition to General 


ne 





Lieut. Gen. Hugh A. Drum, commanding 
general eastern defense command. and Les- 


Life, presi- 
Underwriters 
General Drum 


Benefit 
Life 
with 


ter Einstein. Mutual 
dent New York City 
Association. at dinner 
as guest speaker. 


Drum's talk, which was broadcast as 
well as being extensively reported in 
the daily papers, the dinner was marked 
by the traditional presentation of the 
gavel by the retiring president, Beatrice 
Jones of Equitable Society, to Lester 
Einstein, general agent of Mutual Bene- 
fit, the new association head. 

Mr. Einstein introduced not only the 
head table guests but also association 
members now serving in the army or 
navy who were able to be present for 
the occasion. He announced that 125 
association members are now. serving 
with the armed forces. Among those 
at the head table was Capt. Horace 
Wilson, war bond and insurance officer 
of the first army and eastern defense 
command, Captain Wilson is on leave 





counsel Equitable So- 
ciety; Capt. H. H. Wilson, assistant war 
bond and insurance officer first army and 
eastern defense command, on leave from 
Equitable Society. of which he is general 
agent in New York. and Lieut. Col. David 
Kirk, adjutant general of the second serv- 
ice command, in whose branch is the war 
bond and insurance section. 


Sterling Pierson, 


from Equitable Society, of which he is 
general agent in New York City. 
General Drum called upon all citizens 
to tighten their belts and declared, “We 
speak of being tough. We need to be 
rough as well as tough. We cannot 
delay for normal peacetime procedure. 
Victory will not be found as any prize 
package wrapped up in red tape. It is 
a tough war and only tough people can 
push through to victory.” 
Though not referring to life 
ance, General Drum’s speech was of 
prime interest to his hearers in their 
capacity as citizens. He mentioned 
some ways in which developments of 
the war may affect the home front. 
“Prolongation of the war in a theater 
of major importance will produce new 
and greater demands at home,” he de- 
clared. “Current plans may require re- 


insur- 


Commissioners of 
Zone 2 Call for 
Premium Credit 


Zone 2 of 
Insurance 
meeting in Richmond, 


the National 
Commiission- 


Midis, 


Members of 
\ssociation of 
ers at their 


last week, adopted resolution endors- 
ing a proposed plan for including in 
the federal tax bill a provision permit- 


ting credit for a part of the money paid 
as life insurance premiums. 

The commissioners also adopted a 
resolution favoring the retention of the 
$40,000 exemption of the proceeds of 
life policies from the federal estate tax 
where such proceeds are payable to a 
named beneficiary. They said that the 
elimination of this exemption would 
work a hardship on persons of moderate 
means. 


Study Reduction in Detail 


devoted to a 
examinations, 


time was 
company 


Much of the 
discussion of 


and it was decided to recommend. to 
the National Association of Insurance 
Commissioners that state departments 
eliminate during the present emergency 


much detail and statistical data now re- 
quired of the companies. The opinion 
was expressed that since both compa- 
nies and state departments have both re- 
duced personnel and equipment as a re- 
sult of the war, procedure should be 
simplified as much as_ possible. 
Commissioner Bowles of Virginia was 
reelected manager for the zone. Attend- 


ing the meeting were Alexander of 
Pennsylvania, Gontrum of Maryland, 
Lloyd of Ohio, Justice of West Vir- 
ginia, Hodges of North Carolina, Egles- 
ton of South Carolina, and Jordan of 
the District of Columbia. 


Gilbert Clark Heads 
Organization of Actuaries 


Gilbert C. Clark, assistant actuary of 
Equitable Life of Washington was 
elected president of the Middle Atlantic 
Actuarial Club at its meeting in the 
home office of Acacia Mutual: vice- 
president is W. R. Williamson, actuarial 
consultant, Social Security Board: sec- 
retary, Miss Helen R. Gibson, assistant 
actuary Monumental Life. 

A paper was presented by 
Towne, assistant actuary Life of Vir- 
ginia, on “Handling Service Men's Al- 
lotments.” A talk was made on “Serv- 
ice Men's Family Allowances,” for the 
information of the members. TT. N. E. 
Greville, associate actuarial mathemati- 
cian Census Bureau, division of statis- 


ieee 


tical research, discussed “Recent Mor- 
tality Trends in the General Popula- 
tion.” 


Mrs. Monley With Travelers 

Mrs. who was formerly 
reporter for the Bismarck, N.  D., 
“Tribune,” is joining the publicity de- 
pertment of Travelers. Five members of 
that department are already in uniform. 
Mrs. Monley’s husband is connected with 
the Life Insurance Sales Research Bur- 
eau in Hartford. 


Fred Monley, 


appraisal and the probable expansion of 
objectives. A national service act may 
be required for all able-bodied citizens. 
Rationing of necessities may become 
more widespread and drastic. Produc- 
tion needs may rise and our arsenal of 
democracy may face enormously  in- 
creased wartime demands. We must be 
prepared to meet all these needs when 
and if they arrive.” 

General Drum spoke highly of the life 
agent’ s place in the war effort. 

“Do your daily work because your 
daily work means the comfort and wel- 
are of our people,” he declared. “You 
are assisting the government in getting 
the financial aid it must have. Don't be 
too concerned as long as you are doing 
your daily job. You'll serve your task 
and you'll do it well.” 


October 16, 1942 


Reinstatement 
Problem Clarified 
by Underwriter 


R. B. Caplinger Gives 
Attitude of States 
at St. Louis Meeting 


Reinstatement of policyholders now in 
military service and amending or issuing 
policies with a war clause present one 
of the important problems faced by com- 
panies today, Robert B. Caplinger, chief 
underwriter of Reserve Loan Life, said 
in addressing the annual meeting of the 
Institute of Home Office Underwriters 
in St. Louis this week. Mr. Caplinger’s 
study of the subject included a review 
of pertinent material from the Actuarial 
Society of America, American Institute 
of Actuaries, and other insurance organi- 
zations, and he sent inquiries to all the 
insurance commissioners. 

Based on these findings Mr. Caplinger 
concluded that where a state does not 
have a specific statute or court decisions 
the companies should pursue a fair and 
reasonable attitude based upon the merits 
of the case under consideration. There 
should be no desire to take advantage 
of a policyholder who has entered mili- 
tary service. Lapses due to negligence 
and oversight on the part of insured 
should be dealt with liberally by the 
company. 


Should Prevent Adverse Selection 


On the other hand, he said, policy- 
holders not in good standing should not 
be permitted to take advantage of the 
company. There is now an unusual op- 
portunity for adverse selection against 
which companies should use all rightful 
means of protection. The war may be 
a long and bloody one. Undoubtedly 
most persons with lapsed policies who 


enter service will desire to reinstate 
them. If good health were the only 
test of insurability, companies would 


probably have to take back every one 
of these lapsed policyholders on whom 
there would be a greatly increased mor- 
tality. : 

On the basis of the evidence accumu- 
lated, Mr. Caplinger feels that the com- 
panies have a moral obligation, recog- 
nized by most states as a legal right, to 
refuse reinstatement of long time lapses 
where it is evident that a request is made 
solely because the applicant has recently 
become exposed to an inc reased hazard 


on account of military service in time 
of war. 

Mr. Caplinger’s own company has, 
since the problem confronted it, fol- 


lowed the practice of accepting without 
much question any application for re- 
instatement originating within 60 days 
from the expiration of the grace period 
which is 90 days from due date of the 
premium. A request for reinstatement 
delaved longer than 60 days from expira- 
tion of grace, the company feels, does 
not ordinarily deserve routine reinstate- 
ment without regard to the possibility 
of intended selection against the com- 
pany. If there seems to be an intended 
selection, and where the company is not 
restricted by ruling or statute, it has de- 
clined the application for reinstatement 
and has offered to consider the request 
for reissue as of the original date with 
war clause attached. 


Commissioners’ Recommendation 


The life committee of the National 
Association of Insurance Commissioners 
recommended in July that “applications 
received within 90 days from the ex- 
piration of grace period should be re- 
instated without war restrictions or eX- 

(CONTINUED ON PAGE 8) 
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Selection Men 
Study Effect of 
War on Business 


Annual Parley of Home 
Office Underwriters Being 
Held at St. Louis 


ST. LOUIS—The Institute of Home 
Office holding its an- 
nual convention here Thursday and 
Friday of this week, and the impact of 
war on the work of the men responsible 
for selection of 
risks is the princi- 
pal topic. ° 

President W. E. 
Jones of Provident 
Life & Accident 
opened the meet- 
ing with his an- 
nual report. Thom- 
as E. Sly, presi- 
dent of St. Louis 
Mutual welcomed 
the underwriters. 

Companies could 


Underwriters is 





secure a safer cs 

spread of exposure ae 
on defense risks 

through reinsurance agreements, Wil- 
liam A. Field, secretary of St. Louis 
Mutual Life, believes. He said in his 
talk that companies operating in dis- 
tricts where defense industries are lo- 


cated could form a reciprocal group and 
each participant would agree to assume 
a definite occupational risk. All of the 
members then would reinsure all their 
risks falling in a particular classifica- 
tion. For example, one company would 
assume all of T.N.T. workers on the 
production line in a given region, an- 
other would take the T.N.T. mainte- 
nance workers, and a third would ac- 
cept all munitions loaders, etc., all risks 
of a class being reinsured with a com- 
pany agreeing to take them. 


Would Get a Wide Spread 


In this manner each company would 
have a wide spread of a definite expo- 
sure and receive an adequate premium 
for its assumption, thus tending to sta- 
bilize mortality, Mr. Field said. Any 
definite attempt to secure a good vol- 
ume of this tvpe of business should be 
made by all the agency forces, and a 
campaign so conducted should prove 
profitable to all of the participants. It 
would actually enlist the services of the 
life insurance business in the war effort. 

Commenting on underwriting defense 
occupations where inspection companies 
are unable to get information relative to 
specific duties, Mr. Field said that the 
industrial situation has been coming on 
for more than three years, and the in- 
dustrial worker of today is an old ac- 
quaintance in new clothes whose num- 
bers have increased, 


Occupations Are Not New 


There seems to be little difference in 
present industrial occupations compared 
with those of the past except that in- 
dustry has expanded both its physical 
equipment and its operations schedule. 
While some plants have improved their 
manufac turing processes, the routine re- 
mains practically the same. The differ- 
ence is that the finished products serve 
war purposes, 

‘he occupational manual lists the 
jobs which require special consideration 
and the extra premiums the company 
ought to assess if it wants to follow safe 
procedure. Although it is not always 
rossible to get specific information on 
the exact duties of the applicant's job, 
the underwriter does know what type 
of product is being manufactured and 

(CONTINUED ON PAGE 6) 
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Senmasainen Sales 
Are Off 24.6% 


NEW YORK —Life insurance sales 
during September declined 24.6 percent 
from the level of a year ago, the Life 
Presidents Association reports. For the 
first nine months sales totaled $5,823,- 
672,000 compared to $5,778,516,000 last 
year or an increase of .8 percent. 

Ordinary sales in September totaled 
$330,574,000 compared with $440,827,000 
last year, decrease 25 percent. 

September industrial sales were $111,- 
745,000 as compared with $128,493,000, 
decrease 13 percent. Group was $84,799,- 
000 compared with $130,229,000, decrease 
34.9 percent. 

Total September sales were $527,168,- 
000 compared with $699,549,000 in 1941. 

For the first nine months ordinary was 
$2,799,275,000 contrasted with $3,977,863, 
decrease 4.5 percent; industrial $1,134,- 
261,000 compared with $1,234,693, de- 
crease 8.1 percent; group $890,236, 000 
compared with $565,960,000, increase 
7.3 percent. 


Review School for Mass. 
Mutual Life Agents 


Massachusetts Mutual Life’s review 
school at the home office, Oct. 19-23, 
will have 22 agents in attendance. 
Hampton H. Irwin, educational director, 
will be in charge. 

Joseph C. Behan and Chester O. 
Fischer, vice-presidents, will discuss 
specific selling problems and practices. 
Charles Hall, assistant director of agen- 
cies, and Kenneth W. Perry, agency 
assistant, will participate in this phase 
of the program. 

President Bertrand J. Perry will dis- 
cuss business policies and practices of 
the company, and the investment pro- 
gram will be reviewed by Vice-president 
Alexander T. Maclean. There will be 


a panel discussion of the functioning of 


Low Lapse Rate 
Boon to Agents 


Provident Mutual 
Compares Record of Today 
and 10 Years Ago 


Lapse rates in 1942 of Provident Mu- 
tual have hit an all-time low. The first- 
year lapse rate in 1942 is down to 10 
percent and the second-year lapse rate 
is 3.6 percent of exposure. 

Just 10 years ago, the company had 
its highest recorded lapse rate in its 
history with a 25 percent first-year lapse 
rate and a 12 percent second-year rate. 

To visualize what the difference in 
lapse rates means in agents’ commis- 
sions, Provident Mutual calculated that 
nine renewals of 5 percent each would 
have had a total value of $2,400 for each 
$10,000 of new premiums based on the 
termination rates of 10 years ago. They 
have a total value of $3,700 based on 
the termination rates in effect today. 

If the nine renewals were followed 
by 10 years of 40-cent fees (payable to 
agents with over a million of life insur- 
ance in force), $300 would be added if 
1932 termination rates were effective, 
but $900 would be added under today’s 
termination rates. 

Thus, 20 years of renewals are worth 
a total value of $2,700 on the termina- 
tion rates of a decade ago, while they 
are worth $4,600 on the termination 
rates of today. 

In addition, a far larger percentage of 
the full first commissions js likely to be 
collected when the total first-year lapse 
rate is only 10 percent instead of 25. 


the medical and underwriting depart- 
ments, and a stereopticon discussion of 
the purposes and functioning of direct 
mail and other advertising, presented 
by Seneca Gamble, agency assistant. 








erations since 


out the harvest, no seed; 


faithfully, continuously. 


Life insurance men have 


is no wilding. 


faith in our institution. 


men are essenial. 
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WM. H. KINGSLEY 
Chairman of the Board 








Indian Corn 


Indian corn, growing on 86 million acres of our farm- 
lands, is this country’s most valuable crop. 
corn today only because the Indian realized that the 
treasure could be lost through inattention. 
known to grow wild. Year after year, through countless gen- 
“memory runneth not back to the contrary, 
red Indian first and the white man later farmed it. 
left it to Nature to preserve and maintain the strain. 

Husked ear by ear, placed kernel by kernel, the corn must 
be planted and cultivated, else there will be no harvest. 
and without the 
therefore it has been planted and cultivated, 


learned 
farmers red and white learned of their golden maize, 
The harvest of corn provides good food for 
man and beast, and it provides seed. 
ance provides payments to beneficiaries, and it provides public 
But Indian corn does not sow itself, 


life insurance does not sell itself. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


We have Indian 
tasselled 


It has never been 


” the 


never 


He 


With- 


seed, no harvest; 


patiently and 


their business what 
that it 


The harvest of life insur- 


And that is why our sales- 
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JOHN A. STEVENSON 
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Now Is Good Time 
fo Reexamine 
Selection Costs 


Suggestions Along This 
Line Are Presented 
by Pearce Shepherd 


There is so much tradition about un- 
derwriting that its economic phases 
have not received adequate attention, 


actuary of 
talk on the 


Pearce Shepherd, associate 
Prudential, asserted in his 
“Economics of In- 
dustrial Under- 
writing” at the In- 
stitute of Home 
Office Underwrit- 
ers meeting in St. 
Louis. In these 
times, he said, with 
a shortage of doc- 
tors, inspectors, 
agents and experi- 
enced home office 
personnel, and with 
gasoline and_ tire 
rationing, every 
procedure needs to 
be reexamined to 
see if it continues to be 
justified. 

Mr. Shepherd then proceeded to offer 
some illuminating suggestions for re- 
appraising various underwriting cost 
factors of industrial business. 





Pearce Shepherd 


reasonable and 


Mass Production Job 


The cost problem is not peculiar to 
industrial, but is so much more promi- 
nent there than in ordinary that it over- 
shadows the importance of individual 
case handling. Industrial underwriting 
is a mass production job, he said, and 
it is practically necessary to pass the 
bulk of industrial applications on the 


basis of what the application itself 
shows, reserving further attention for 
only those groups that experience has 


shown contain the largest percentage of 
undesirable lives. 

There are a good many 
fected by underwriting procedures 
which are difficult to measure, claims 
that would have been incurred if a pol- 
icy had been issued, for example. <A 
saving results when an application on a 
questionable risk is not submitted be- 
cause of a belief that the risk would not 
pass the test. The reaction of sound 
underwriting on agency morale is an 
important item on the profit side. 


Non-Medical Procedure 


savings ef- 


The acceptance of 
medical 
derwriting 


applicants without 
examination is a familiar un- 
operation that involves the 
weighing of excess claims against €x- 
penses saved. Many companies accept 
ordinary life applications for small 
amounts at ages under 40 without medi- 
cal examination. Others now are tak- 
ing this step because of the shortage of 
examiners. 

A Prudential study revealed that the 
value of excess claims on non-medical 
issues under age 30 was _ insignificant 
compared with savings and expenses, 
he said. At ages 30 to 35 a maximum 
of $2,500 appeared to be about right: 
at ages 35 to 40 excess claims would 
exceed the savings except possibly on 


$1,000 applications. At ages over 40 
excess claims would more than wipe 
out any savings in expense. An anal- 


ysis of rejections due to medical exam- 
inations would undoubtedly lead to the 
same conclusions, he said. 
Selection from Doubtful Group 

Mr. Shepherd wondered how far it 
pavs to go in attempting to pick insur- 
able lives out of group known to be 
doubtful as a whole. If the company 
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cannot accept a group of lives without 
medical examination because of certain 
histories that have been admitted and 
30 percent of those examined are found 
rejectable, as some companies indicate, 
does it pay in dollars and cents to ex- 
amine any of the group?’ 

Suppose 10,000 applicants are broken 
down into four groups. Group 1 con- 
sists of applicants that appear insurable 
without question on the basis of the ap- 
plication alone; group 2, individuals 
falling in certain occupational or age 
eroups, or groups which experience has 
shown contain some bad risks so that 
they cannot be insured without further 
investigation ; group 3, those who have 
admitted certain histories that can only 
be cleared up by medical examination, 
and group 4, those very doubtful cases 
that must be rejected unless they can 
be thoroughly examined. 

Assuming that it would cost 25 cents 
a case to underwrite group J, $1 a case 
for group 2, $2 a case for group 3, and 
that there is an allowance in premium 
for underwriting expense amounting to 
50 cents per application accepted, then 
the 8,000 applicants in group 1 can all 
be accepted. The cost of underwriting 
is $2,000 and there is a surplus of $2,000 
contributed by this group to the under- 
writing allowance, Of the 1,200 appli- 
cants in group 2, 100 will be rejected. 
It costs $1,200 to "underwrite this group 
and the 1,100 that are accepted contrib- 
ute $550 to the budget. The company 
spends more than this group by itself 
will contribute. In groups 1 and 2 the 
company has spent $3,200 and has 
$1,350 left out of its budget. 


Gets One-Third from Group 3 


Out of 600 applicants in group 3, 200 
will be rejected. It costs $1,200 to un- 
derwrite this group and the 400 ac- 
cepted contribute $200 to the allowance. 
The company spends six times as much 
as this group contributes. On groups 
1, 2, and 3 the company has _ spent 
$4,400 and has $350 left to spend on 
group 4. 

The 200 applicants in group 4 are the 
real problem. They could be rejected 
outright at a cost of around $50 and a 
saving of $300 in expenses would result. 
The company might put them through 
the same procedure as it did group 3 
at a cost of $400 and find that a few 
could be accepted. The total underwrit- 
ing cost would then be $4,800 which 
would slightly exceed the amount con- 
tributed for expenses. 

Mr. Shepherd’s estimates are based 
on the supposition that acceptable lives 
in each group are equally satisfactory 
as far as mortality is concerned, and 
that the applications are all for one 
amount or that the 50 cent allowance is 
an average. Actually, a policy of $500 
would contribute twice as much to the 
budget as a policy of $250, and this 
might be considered in establishing 
rules. 


Can Follow Several Courses 


A company might follow — several 
courses in underwriting the 10,000 ap- 
plicants. It could accept only cases 
falling in group 1, and would then show 
a saving of $2,000 in the budget. It 
would have a 20 percent rejection rate 
and probably no agents after six 
months. The plan would not satisfy 
agents and would be unfair to appli- 
cants in the other groups who could 
safely be insured. 

The company could reject outright 
applicants in groups 3 and 4, and would 
then show a saving of $1,350 in the 
budget. It would have a 9 percent re- 
jection rate and might hold some of its 
agents for more than a year. A reduc- 
tion in underwriting expenses would be 
negligible along side the dissatisfaction 
of agents and public that would follow 
this course. 

It could reject outright only appli- 
cants in group 4, stay within its budget 
and have a 5 percent rejection rate. Or 
it could treat groups 3 and 4 alike, 
spending all its allowance and perhaps 
more and still show a rejection rate of 


nearly 5 percent. These two courses 
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Important Role of Group 
Hospitalization Reviewed 


The important part that group hospi- 
talization is playing and can play today 
was reviewed by Charles B. Macdonell, 
group representative of Zurich, at the 
meeting this week of the Chicago Acci- 
dent & Health Association. He stressed 
very strongly that the business as a 
whole is on the spot today and will have 
tc do a good job in order to head off 
governnment action. In that connection 
he mentioned the fact that various polls 
and surveys have shown a very favor- 
able reaction toward the way the Bell 
Telephone Company is conducting its 
business, and said that it had sold itself 
to the public by its service. 

He mentioned three points that should 
be considered particularly in connection 
with group hospitalization. The first is 
that it is needed. He cited government 
figures to the effect that more than 50 
percent of the families in the United 
States today are in debt to loan sharks 
and that in half of these cases it was 
due to sickness, hospitalization or sur- 


would leave agents and public feeling 
that the company had been reasonable 
and fair. 

While this analysis over simplifies the 
problem, it brings out the idea that 
there is a limit to what the company 
can reasonably spend in order to find 
an insurable life. The companies are 
operating under an over all limit on 
what they can spend on underwriting. 
Also, there are certain reasons for 
spending more on some groups of ap- 
plicants than these applicants will con- 
tribute toward expenses. 

Close control of costs is going to be 
of increasing importance as more of the 
life companies’ manpower is diverted to 
direct war _ efforts, he concluded. 


gery. The workers in a big plant have 
a different need and therefore there must 
be a different attitude and a different 
appeal in approaching them than in the 
case of the average individual prospect. 

His second point was the popularity 
of this form of coverage. He said that 
is not necessarily a reason for writing 
it, but it certainly does help the sales- 
man. In some cases it may have been 
over-dramatized and an artificial demand 
worked up, but there are unquestionably 
many cases where a person who has 
been under group coverage has gone to 
another plant and started the leaven to 
working there. 


Greater Appeal to Employer 


There is also greater appeal today to 
the employer, who feels that if he is 
going to be in the 60 percent tax bracket 
anyway, he might as well take advantage 
of possible deductions along this line. 
Furthermore, with concerns having cost- 
plus contracts for the government, the 
group insurance premiums can be in- 
cluded as part of the cost. He said there 
might be some question about allowing 
the employer to make a 10 percent 
profit, or whatever it is, on this group 
premium, but that is not a matter for 
the sales department to worry about. 

In the third place, it is definitely an 
insurable hazard. Insurance is intended 
to care for a catastrophe loss, which the 
individual is unable to bear himself. 
Hospitalization gives the average man a 
bigger wallop than almost any other 
form of catastrophe and he naturally 
asks: “What have you to protect me?” 
Including surgical costs, which are now 
in from 50 to 60 percent of group con- 
tracts, the bill may run up to $250 or 
$300, and the average worker simply is 
not prepared for any thing like that. 


He said the ‘culate should be given 
full credit for the promotion of this 
form of coverage. They naturally want- 
ed some way to be assured of the pay- 
ment of their bills. The plans for hos- 
pital care have pioneered in this field, 
but he contended that {here are enough 
differences in the coverage so that in- 
surance can say that it has the real 
answer, 


Analogy of Clothing 


He insisted that in getting a suit of 
clothes the important thing is to have it 
fit, rather than have it built to a price. 
The same is true of insurance coverage. 
The primary consideration should be to 
meet the needs of the public. If the 
higher type of prospect wants to buy a 
policy with certain exceptions in it, he 
probably realizes what they are, but that 
is not true of the factory worker and 
when he finds that his claim is not coy- 
ered, he thinks that insurance is all bunk. 
He urged “selling the most liberal type 
of policies that we can.” 

In that connection he declared that 
individual hospitalizatjon policies prob- 
ably have done more harm than sa 
because of the limitations which have 
to be in them in order to sell at the 
rate at which they are written. 

“Sell a raincoat that doesn’t leak,” he 
urged. 


Lively Controversy Started 


This naturally started a lively contro- 
versy. Pointing out that there are hun- 
dreds of thousands of workers who are 
not eligible for group coverage, other 
members of the association insisted that 
it is better for a man to have a leaky 
raincoat than none at all, if he can't 
afford anything better. The necessary 
differences between the underwriting of 
individual and group business in the 
matter of selection also were pointed 
out and the exclusion of existing condi- 
tions, which Mr. Macdonell had criti- 
sized rather strongly, was defended as 
an underwriting necessity in writing in- 
dividual business. 














Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 


A Fifteenth Anniversary 


pects 


On the occasion of our Fifteenth Anniversary, we 
are proud to present a progress report on the 
sturdy growth of Bankers National. 
satisfaction we report (1) assets, surplus and in- 
surance in force greater than ever; (2) new 
Ordinary paid-for 23% ahead of 1941 up to Sep- 
tember 1, with an average size policy running at 
$4.059 this year, indicative of the sales alertness in 
wartime of a fine staff of full-time producers. 


Appreciative of their loyalty, 
has overlooked no opportunity to increase the 
salability of its contracts — and new policies will 
soon be ready 
that agents, in interpreting the helping hand « 

insurance, must strive to make each call on the 
“consultations 
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for merchandising. We — 
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Montclair, N. J. 
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Enlist Either i 
Armed Forces or 
Life Insurance 


James Lee Loomis 
Gives Stirring Message 
in Hartford Talk 





HARTFORD—‘Until each one of 
us has definitely determined either to 
enlist in the armed forces or to enlist 
in the life insurance business, he won't 
be of much use to himself, his family or 
to the national government,” James Lee 
Loomis, president Connecticut Mutual 
Life, declared in a stirring talk before 
the Hartford Life Underwriters Asso- 
ciation. The objective of the 
American people must be to win the 
war and every man must determine to 
his own satisfaction, accountable to his 
own conscience, how his ability, train- 
ing and experience will produce the 
ereatest contribution to the desired end. 
“To be engaged in the occupation of 
life insurance does not fulfill the import 
of the word ‘enlist,’” Mr. Loomis 
pointed out. “The word ‘enlist’ means 
to enter heartily and enthusiastically 
into an enterprise in which one pledges 
all he has to the cause he is serving. 
If we are to do our full part in these 
hazardous times, we must choose the 
channel into which we will throw our 
efforts and then really enlist in that 


’ 


service, 
Must Make Certain Adjustments 


When one has definitely determined 
to make his effort in the life insurance 
field it is essential that he make certain 
adjustments, Mr. Loomis said. One 
cannot work effectively and worry at 
the same time so “you must reduce 
your worries as much as possible.” The 
greatest single source of worry is the 
‘failure to keep expenses with some mar- 
gin to spare, inside of income. In- 
creased federal taxes will awaken the 
spirit of thrift, Mr. Loomis predicted. 

These days agents will find many of 
their clients confused and bewildered, 
for no one in the face of all the uncer- 
tainties can be entirely free from this 
difficulty. “Your first problem is to 
clarify and stabilize your own mind. If 
you do so, you may help to communi- 
cate this attitude to your prospect, not 
by word of mouth, but by magnetic im- 
pulse. If you do this, your chances 
of making the sale are greatly im- 
proved. Communicate your own un- 
settlement to your prospect, and you 
cannot avoid doing so, and the chances 
ot your making a sale are remote.” 


main 


Command Confidence 


_ In face of the news, propaganda, in- 
formation on the war, politics, business 


affairs, inflation, and what not, “you 
are supposed to wisely advise your 
clients and to command their confi- 
dence. To your credit, let it be said 


that you are doing just that thing. 

“We are afraid that the destructive 
power of a rampant inflation will ruin 
us. Within that very statement lies our 
protection. The situation may come 
close to getting out of hand, but I do 
not believe it will eventuate. If we are 
willing to do all the things necessary 
to wage war successfully from 4,000 to 
14,000 miles from home, we certainly 
ought to have sense enough to success- 
fully combat inflation at home. 
Life Men Fortunate 

“How fortunate you are in being en- 
gaged in the business of life insurance. 
[ can think of no form of enterprise. in 
spite of our troubles,» which is less 
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moved or disturbed by the ravages of 
war. There is no other form of finan- 
cial structure that rests so squarely 
upon the certainty of human existence. 
There is no other scheme of non-charit- 
able relief that so well meets, and is so 
well prepared to meet, the widespread 
losses of great national emergencies. It 
is not the hazard of battle in some far 
distant land that now so greatly in- 
creases the need for life insurance; but 
the unavoidable pressure of economic 
and social forces upon nearly everyone’s 
external and internal resources. 

“Every dollar we are paying to win 
this war is a life insurance premium for 


the security of the nation. Should we 
not pay a few dollars for your own de- 
pendents as individuals? A _ thousand 
may fall at your side, and 10,000 at 
your right hand; but as great as the 
tragedy is, it may not mean so much 
to members of your family as if you 
alone were to fall. What greater serv- 
ice can you render the individual than 
to afford him the opportunity of putting 
his excess into life and endowment in- 
surance now? What greater service 
can be rendered the government and 
our national economy than that of first 
converting this expendable surplus into 
protection and then through the treas- 


uries of the companies, into United 


States bonds?” 


Staggered Hours in Newark 

Three insurance company home offices 
ot Newark have been ordered to change 
the opening and closing hours of their 
offices approximately one hour later 
than usual in connection with the New 
Jersey staggered hours program drawn 
up by the New Jersey war transporta- 
tion committee that was appointed at the 
request of the Office of Defense Trans- 
portation. The insurance companies af- 
fected are American, Loyalty group and 
Prudential. 


Famed vor ww avrarrrve BAR 





Since he took his first bow to the pub- 
lic, the VICTOR DOG has won the 
hearts of everyone. Universally recog- 
nized because of his ever faithful pose, 
he has symbolized throughout the 
world the loyal service that the com- 
pany he represents has always rendered 
the public. The tilt of his ear denotes 
interest and responsiveness. Two qual- 
ities characteristic of his sponsors’ con- 
wants 
the explanation 
for their many years of uninterrupted 


tinued attentiveness to the 


their customers . . 


growth and progress. 


During the same span of years that the 


“HIS MASTER'S VOICE”... Mic Aid to Profitable Sales 


Always viewing the public as their “Master,” striving continually to meet 
its current demands is a policy that helps Columbus Mutual's field men 
tremendously. It has prompted, among many other unique sales aids, the 
popular PACKAGED PLANS. If you are not acquainted with this new 
way of selling, or Columbus Mutual’s GOLDEN RULE CONTRACT, we 


shall welcome the opportunity of getting better acquainted. No obligation. 


They have 


principles. 


founded to serve. 


appraisal standards. 


ADDRESS: D. E. BALL, PRESIDENT , 
Tree COLUMBUS MUTUAL 


LIFE INSURANCE COMP 


VICTOR DOG has served as a symbol 
of industrial progress, The Columbus 
Mutual Life Insurance Company has 
grown in stature because of the same 


been 
faithful to those for whom they were 
Always lending 
an attentive ear in friendly counsel 
with clients or salesmen, they have 
one of the insurance field’s best 
of records for a low declination rate. 
Their responsive attitude is also 
the reason for their exceptionally 
high rating in a number of other 


ever 


ANY 
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Study Effect of War on Business 
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irom his past experience can generally 
figure out whether or not to levy an 
extra premium. 

Mr. Field doubts that there will be an 
increase in the ratio of occupational ac- 
cident mortality since there are a great 
many more workers in war plants. 
Every possible means of promoting the 
worker’s safety is being used, and these 
plants were designed and so laid out 
that hazards due to explosion and other 
accidents have been reduced to a mini- 
mum. 

If an underwriter has difficulty secur- 
ing adequate intormation on applicants 
in certain industries from the inspec- 
tion companies, more details of the oc- 
ccupation can be secured with the appli- 
cation, The agent can help out in this 
respect. 

kigures show that today nearly one- 

third of life insurance buyers are 
women, and that about 65 percent of 
them previously were uninsured, H. M. 
Shoemaker, chief underwriter of Volun- 
teer State Life, said. The companies 
cannot afford to overlook this great 
market, and should encourage their 
agents to get their share of this busi- 
ness. ; 
Mr. Shoenvaker said that his own 
company’s mortality experience with 
women has been excellent, even mar- 
ried women, and that very few such 
death claims indicated speculation at 
date of application. His company until 
recent months has limited issues on the 
lives of average married women to rela- 
tively small amounts, usually $2,500, or 
not more than one-half the husband’s 
insurance, whichever figure is smaller. 
Exceptions are women of independent 
means and income who buy insurance 
for tax purposes, for minor children 
beneficiaries, etc., farm wives, and 
others who share more or less equally 
with their husbands in supporting the 
family. 

Hé said he was not attempting to 
forecast persistency on wives being em- 
ployed under present emergency condi- 
tions. There may be unfavorable ex- 
perience after the war ends. With re- 
spect to the new working wives, his 
own cempany is considering them for 
life insurance and double indemnity, 
without disability, in amounts equal to, 
but not exceeding those carried by their 
husbands, all of course subject to the 
proper medical, occupational and finan- 
cial rating or limitation for each in- 
dividual, This has been helpful to the 
agents. 

The setup of civilian defense and the 
types of work in which its personnel 
engage were outlined by Charles J. 
Smith, assistant secretary of Pan- 
American Life. He pointed out that 
the personnel consists of the coordina- 
tor, the staff corps and control center; 
drivers, medical, nurses aide, and emer- 
gency food and housing corps; air raid 
wardens, messenger corps, auxiliary po- 
lice, auxiliary firemen, fire watchers, 
bomb squads, rescue squads, decontami- 
nation squads, demolition and clearance 
crews, and road repair crews. 

Statistics are scarce and_ personal 
opinions at variance on the handling of 
wartime applicants, especially those in 
military and naval service and_ those 
subject to call, Hugo L. Soll, assistant 


secretary Capitol Life of Denver, pointed 
out. Because of the prevalence of phy- 
sical defects among men being drafted 
for military service, Mr. Soll said that 
he did not look on applications of ser- 
vice men with any more leniency than 
he does those of the regular course of 
business. Although examinations by 
commissioned men in the medical divi- 
sion as a whole are reliable, there are 
some careless examiners so that Mr. Soll 
feels that additional medical examina- 
tions should be made by regular exami- 
ners nearest the post if at all possible. 
There is no line of demarcation between 
service and civilian business with refer- 
ence to the risk assumed. Duties of ser- 
vice men on domestic soil, mode of liv- 
ing and avenues of relaxation are well 
known and there isn’t any greater hazard 
in the range of service men than there 
is in civilian business from the classifica- 
tions of laborer on up. After the service 
man leaves the United States or Canada 
the war and aviation clause automatically 
becomes operative. 

Mr. Soll said that he has never been 
convinced that it is a good move for a 
service man to accumulate insurance in 
a commercial company prior to having 
obtained the maximum National Service 
Life. He accepts up to $2,500 additional 
insurance where a service man Carries 
full $10,000 National Service, or $5,000 
maximum where applicant carries Na- 
tional Service or any other company so 
as not to exceed $12,500. Commissioned 
officers, both male and female, are ac- 
cepted for a maximum of $5,000 in view 
of the improved financial standpoint. 
However, Mr. Soll does not feel that 
amounts are so significant in service 
business for the reasons a soldier has 
only a certain. monthly income and he 
does not intend to buy something he 
cannot pay for. 

For the most part, sales to service 
men are on an investment basis with the 
view that on termination of army ser- 
vice the cash value is available for the 
soldier’s rehabilitation should he so wish. 
Mr. Soll expressed some concern over 
the willingness and ability of service men 
to keep their insurance in force after 
they are discharged. It is probable the 
United States will maintain a _ large 
standing army after the war so termina- 
tions may not be as great as expecta- 
tions, depending, however, on what basis 
the standing army is to be perpetuated. 

In connection with service business, 
Mr. Soll said that he found a great vari- 
ance of opinion among companies and 
he feels it would be advisable to name a 
committee to formulate a uniform prac- 
tice. “After all we only want to accumu- 
late a certain percentage of service busi- 
ness in comparison to our regular vol- 
ume and I know everybody can secure 
this percentage without difficulty,” he 
pointed out. 


Worley Harr Tex. Manager 
for Atlantic Life 


Worley Harr, who was formerly vice- 
president of Shenandoah Life, has 
joined Atlantic Life as Texas state 
manager. He is well acquainted with 
Texas, as he was at one time manager 
at Houston for Jefferson Standard Life. 








Everyone Likes "Insurance That Is Different" 


Policy holders enjoy the advantages of ‘'Perfect Protection'""—Occidental's exclusive 
® feature that pays disability from the first day, irrespective of cause. Needless to 
say, Occidental field men have an added feature to offer prospects. Thus, every- 


one is happy. 


OCCIDENTAL 4 


INSURANCE COMPANY 


Laurence F Lee, President 


RALEIGH, 


NORTH CAROLINA 





FeNATIONAL UNDERWRITER 


Marks Tewih a 




















ARTHUR P. JOHNSON 


Arthur P. Johnson has completed 10 
years as Detroit manager of Great- 
West Life. Insurance in force in his 
territory is now $40,000,000, which is 
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double that which existed when he took 
hold, At the banquet celebrating the 
anniversary, H. W. Manning, genera] 
manager of Great-West, was the fea- 
tured speaker. 


Acacia Mutual Promotion 


Acacia Mutual Life successfully stim- 
ulated the purchase of war bonds by 
its home office employes through an 
unusual promotional scheme. A_ huge 
torpedo which was obtained from a 
munitions factory was installed in the 
lobby of the Acacia building. Every 
employe who subscribed to war bonds 
in accordance with the company’s pro- 
gram was entitled to paint his name on 
the torpedo—women signing in white 
and men in red. Visitors to the build- 
ing, other than employes, caught the 
spirit and bought bonds outright so that 
they could sign their names on the tor- 
pedo. 


Security Mutual “Bond” Campaign 


Security Mutual Life of Binghamton, 
N. Y., will purchase $100 in government 
bonds for each $1,000 of new business 
paid for during the sales campaign in 
October. 

Each agency is assigned a bond quota 
and submitted business is regarded as a 
bond “pledge.” 


No Wacken fol / 





B.M.A. salesmen aren’t waiting for blue 
skies or the all-clear signal to carry 
on with the important job of protecting 
the Home Front. They cannot stop death 
or destruction but they can lighten the 
burden that falls upon those who are 
left behind. @ They can keep incomes 
going when sickness or accident make 
their inevitable calls and pay hospital 
bills in time of need. They can put chil- 
dren through school and bring the joy 
of financial independence to old folks. 
@ That's what B. M. A. salesmen can 
and are doing every hour of every day 
because they want to get this war over 
with as much as you and I. 


BUSINESS MEN’S 


KANSAS CITY, MISSOURI Assurance Co. TLS 


RRR EET OP 





CUMERPERRENNEEN: 


XUM 























FCN 











October 16, 1942 





Social Security 
Expansion Move 
Expected Soon 


WASHINGTON—President Roose- 
velt will submit to Congress “a com- 
prehensive program for expanding and 
aauilieg the whole social security 
system” along lines laid down in his 
budget message last January as soon 
as the new federal tax bill is out of the 
way. The program, the President says, 
will involve substantial increases in the 
rates of taxes on payrolls for old-age 
retirement benefits, and at the same 
time, is intended to set up anti-infla 
tionary checks on the mounting totals 
of wage payments. 

In ‘freasury circles it is indicated 
that the President may call for in- 
creases up to 6 to 12 percent in the 
amount of social security deductions. 
Announcement of the President's in- 
tention was made in a letter which he 
sent to Senator George, chairman of 
the senate finance committee, asking 
that the amendment of Senator Van- 
denberg, which would “freeze” the so- 
cial security taxes at 1 percent in 1943, 
be stricken from the tax bill. The pro- 
vision would negate the provision in 
the existing law by which the rate 
— automatically rise to 2 percent on 
Jan. 

The Senate rejected the President's 
request by a vote of 50 to 35, and 
adopted the Vandenberg amendment. 
“The financial obligations which will 
have to be met in paying benefits am- 
ply justify the increase in rates,” the 
President told Senator George. “A 
failure to allow the scheduled increase 
in rates to take place under present fa- 
vorable circumstances would cause a 
real and justifiable fear that adequate 
funds will not be accumulated to meet 
the heavy obligations of the future and 
that the claim for benefits accruing 
under the present law may be jeopar- 
dized.” 


Effect of Higher Payroll Tax 





Vandenberg’s amendment, the Presi- 
dent continued, was causing consider- 
able concern among persons insured 
under the old age and survivors’ insur- 
ance plan. He emphasized the effect 
which higher payroll taxes might be 
expected to exert in checking inflation- 
ary trends. He said the original sched- 
ule of contributions had been departed 
trom in 1939, in a season of under-em- 
ployment, which no longer exists. 

“There is certainly no sound reason,” 
the President continued, “for departing 
again under present circumstances. 
Both employment and the income from 
which contributions are made are at a 
very high point—the highest since the 
inauguration of the system. 

“The increase in rates at the present 
time is not only in accord with the ne- 
cessities of the social security system 
itself, but at the same time would con- 
tribute to the non-inflationary financing 
of the rapidly mounting war expendi- 


tures. The accumulation of additional 
contributions would be invested in 
United States government securities 


and would thereby assist in financing 
the war,’ 


In announcing his intention to seek 

expansion and extension of the social 
security system, he said: 
_ “This is one case in which social and 
fiscal objectives, war and post-war aims, 
are in full accord. Expanded social se- 
curity, together with other fiscal meas- 
ures, ‘would set up a bulwark of eco- 
nomic security for the people now and 
after the war and at the same time 
would provide anti- inflationary sources 
for financing the war.’ 

-lans for expansion of the social s 
curity act, which are now before the 
President, include a combination of all 
social insurance programs into a federal 
System, with the virtual elimination of 
all state participation, which is generally 


known as “dollar-matching.” Into the 
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one big unit would go old age retire- 
ment, survivors’ benefits, unemployment 
compensation and employment place- 
ment services. 

Treasury officials in looking over the 
proposal are inclined to create a single 
pool fund for the multiple insurance, into 
which would go the reserves and trust 
funds for old age retirement, unemploy- 
ment compensation and temporary dis- 
ability, as well as the railw ay retirement 
fund and possibly veterans’ insurance. 
The plan would have employes share 
the cost almost equally with employers 
for unemployment compensation, as well 
as costs of other contemplated new 
phases in social gains, including group 
hospitalization. 

Total reserves for unemployment com- 
pensation on deposit in the Treasury 
stand at $3,000,000,000, while the old age 
and survivors’ insurance fund has more 
than $3,400,000,000 additional. The rail- 
road retirement funds, and other such 
funds are in addition to these sums. 


Large Insurer May Soon 
Go on 2!/, Percent Basis 
_ One of the large eastern companies, 
it is reported, is preparing before the 
end of the year to change over to a 
24 percent basis for rates and reserves. 


reminded his hearers that the so-called 
life insurance deduction in the victory 
tax is not a deduction but merely per- 
mits the policyholder to take a credit 
currently rather than waiting till after 
the war and getting it in cash. 


F. L. Morton mae ines 
Bill Contains Error 
NEW YORK—tThe pending revenue 


bill makes a serious error in basing the 
taxability of life insurance proceeds on 
both ownership and premium payments, 





Los Angeles Managers to 


F. L. Morton, tax specialist of the 

Bethea agency of Penn Mutual, here, . t inner 

told the New York City Life Super- Hold Legisla ors Din 
visors Association. This provision LOS ANGELES—The _ legislative 
makes life insurance the only form of dinner held here for legislators from 


southern California in 1936, 1938 and 
1940 will be repeated this year, the Life 
Insurance Managers Association decided 
at a meeting. The date will be fixed 
later. The dinner, also sponsored by the 
Los Angeles Life Underwriters Asso- 
ciation, will be a part of the annual pro- 
gram of the California Association of 
Life Underwriters for northern Califor- 


property that a man can’t give away 
and places insurance on a basis of testa- 
mentary disposition whereas in reality 
it is indemnification against loss. 

Mr. Morton expressed the belief that 
the bill if enacted into law would sub- 
stantially decrease both the income and 
estate tax revenues on account of ac- 


ions by policyholders to revise their 
pave lee 8 aameaeil to minimize their "7, held at Sacramento. 
‘ Pe A. E. Patterson, executive vice-presi- 
— beneciens. ; dent Mutual Life of New York, gave an 
Endeavoring to clear up misunder- address, touching on home oflies prob- 


standings which have arisen in connec- jems, particularly investments. There 
tion with certain points in the bill, Mr. are few places to put life insurance 
Morton said that the life insurance ex- money save in U. S. bonds, he said. 


Finding new outlets for funds is a grave 
problem, and it may be possible com- 
panies soon will have to put all moneys 


emption in the $25,000 ceiling on in- 
comes means nothing to the policyhold- 
er’s income tax but only the employer’s 


tax, though there would be some cases in U. S. bonds. He admitted there have 
where the policyholder for all practical been delays in. communications with 
purposes is the corporation. Also he home offices, 





PROMOTED 





John G. 


Havens, 


After 


ance, 





Lincoln 
General Agent in Hartford, Connecticut, has 
spent his entire business career in Life Insur- 
several years of home 
training with one of the large eastern com- 
panies, Mr. Havens joined the Home Office 
staff of the Lincoln National Life. 
became Manager of the Issue Department. 
and because of his close contact with field 


THE LINCOLN NATIONAL LIFE 
INSURANCE 


Fort Wayne 





men and selling, he became interested in field 
work. He then solicited personal business 
successfully for a number of years, and in 
March, 1935, was promoted to General 
Agent. As General Agent, he established the 
Hartford office which continues year after 
year to show progress. His career is proof of 
the fact that there is room at the top with 
The Lincoln. 


National Life 
office 


Here he 
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Reinstatement 
Problem Clarified 


(CONTINUED FROM PAGE 2) 


clusions, provided other standards of 
insurability are satisfied.” ; 
This recommendation is very liberal, 


Mr. Caplinger believes. The companies 
generally desire to pursue a policy that 
is fair and equitable and their individual 
practices will be based upon their inter- 
pretation of such a policy, which may be 
liberalized as they go along. 

In his study, Mr. Caplinger found that 
while a few courts have held that the 
term “insurability’ relates solely to the 
condition of the applicant’s health, such 
rulings are in the minority and have been 
outnumbered and outreasoned by many 
courts and authorities that have con- 
cluded that the term “insurability” as 
used in the common reinstatement clause 
means considerably more than a condi- 
tion of health and must be taken to in- 
clude any and all of the many factors 
that guide a company in deciding upon 
the general acceptability of a risk. 

He found that 36 states and the Dis- 
trict of Columbia have no ruling or regu- 
lation or any specific statute bearing 








ti 


RAIN, BUT 
INSIDE AT R & R, SUNSHINE! 
For October’s “Management 


OUTSIDE 


is meeting unusual mem- 
Here’s a bit 


Plans” 
bership approval. 
of the mail— 

a 


* 


KARL LJUNE, Jefferson 
Standard, orders 1,000 copies of 
“A Study of Women as Life 
Insurance Buyers.” E. P. 
OERTEL, Great Northern, 
buys 475 “P.S. October Letter” 

and RICHARD BOISSARD, 
National Guardian, orders 1,000 
“Drafted to Stay Home’—his 
second order in a week’s time. 

* * ak 


JOHN M. HUGHES, Executive 
Manager, New York City Asso- 
ciation, commends R & R’s “A 
Financial Manual for the Man 
Entering the Service” and points 


to a forthcoming Association 
project for the men in the armed 
forces. 


* * * 


ROCHESTER completes the 
mail by approving an Associa- 


tion School. TIM CROWE 
president, shows his usual good 
judgment. by appointing 
ELLEN M. PUTMAN, gen- 
eral chairman. Either organ- 


ized sales training is right or 
it is wrong. If it is right, then 
surely in these times, we need 
more sales training, not less— 
one reason why this year will 
see more Association Schools 
than any previous year. 


PAUL SPEICHER 
Managing Editor 
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upon the question of reinstatement. The 
states are Alabama, Arizona, Colorado, 
Connecticut, Delaware, Florida, Geor- 
gia, Illinois, Iowa, Kansas, Kentucky, 
Louisiana, Maine, Maryland, Massachu- 


setts, Michigan, Minnesota, Missouri, 
Montana, Nebraska, Nevada, New 
Hampshire, New Jersey, New Mexico, 


New York, North Carolina, North Da- 


kota, Ohio, Oregon, Pennsylvania, 
Rhode Island, South Carolina, South 
Dakota, Utah, Vermont and Wisconsin. 


Connecticut indicated that action may 
be taken if it is found that companies are 
taking undue advantage of the situation. 
Illinois believes the “evidence of insura- 
bility” provision permits company to re- 
ject reinstatement in event the insured 
is in military service in time of war. 


Position of Various Departments 


Maine believes the definition of “in- 
surability” gives the company every 
right to insist-on the attaching of a war 
clause to a reinstated policy if, in its 
Opinion, it is necessary to make such a 
clause a condition of reinstatement. 

Massachusetts takes the position that 
the policy must be reinstated exactly as 
it was originally issued, otherwise a new 
contract is formed and it cannot be con- 
sidered a reinstatement of the old policy. 
There is no expressed opposition here 
to declining the application for reinstate- 
ment and issuing a new contract. 

New Jersey considers its standard pro- 


vision referring to “evidence of insura- 
bility” and not “evidence of good health” 


as quite liberal. North Carolina does not 
approve of attachment of war clause on 
reinstatement, but no law prohibits 
this since the contract terminates upon 
lapse. 

New York has refused approval of re- 
instatement riders or clauses permitting 
a company to insert an exclusion for 
military service if the exclusion was not 
contained in the original contract. This 
state intends to have a test of the mat- 
ter in court if it can get hold of a case 
where a company has made reinstate- 
ment of a policy contingent upon the 
adding of a war clause. 

Rhode Island thinks companies should 
not take advantage of the situation by 
insisting that the war clause be attached 
to old policies. 


Ruling or Statute in 11 States 


In 11 states there is a ruling or statute 
covering reinstatement. These are Ar- 
kansas, California, Idaho, Indiana, Mis- 
sissippi, Oklahoma, Tennessee, Texas, 
Virginia, Washington and Wyoming. 

Arkansas relies on a supreme court de- 
cision holding the right of reinstatement 
of policies as a contractual right, and 
the insurer has no right to enlarge the 
terms upon which reinstatement can be 
effected. Where, after lapse of a policy, 
insured furnishes satisfactory evidence 
of his insurability and pays past due pre- 
miums and interest on reinstatement, a 
new contract is not created, but the ori- 
ginal contract is revived and reinstated, 
and the subsequent rights of the parties 
measured thereby. 

Reliance in California is on a supreme 
court case and an attorney-general’s opin- 
ion, which concluded that even though 
the policy contains provision that re- 
instatement is conditioned upon evidence 
of insurability, the age or military quali- 
fication or fitness of insured should not 
be deemed evidence of lack of insurabil- 
ity where this is not specifically men- 
tioned in the original policy. 

In Idaho the attorney-general’s opin- 
ion is that a company may not require 
as a condition of reinstatement that the 
policy be reinstated only on the addi- 
tion of an aviation exclusion rider. 


Indiana and Mississippi 


An Indiana ruling of April 1942, 
holds it illegal to include a war clause or 
other restriction not contained in the ori- 
ginal policy as a requirement of rein- 
statement. Mississippi issued a ruling 
April 8, 1942, holding that war risk and 
aviation exclusion riders approved by the 
department may be used only on policies 
issued on and after the date of approval 
of these riders. 

Attaching a war clause to a policy in 


Oklahoma issued without war restric- 
tions as a requirement to reinstatement 
of lapsed policies is illegal. Tennessee 
has ruled often that the company cannot 
read into a contract anything that did 
not exist at the time it was originally 
issued. Texas holds that “insurability 
satisfactory to the company” refers only 
to physical condition plus insurable in- 
terest in the life. 

Virginia law would prohibit attach- 
ment of a war risk rider to policies which 
have been in force a year or more, al- 


though permitting an extra premium if 


policy provides for it. The 
Washington department and attorney- 
general’s office have consistently held 
that evidence of insurability must be 
confined to physical conditions. Wyo- 
ming would not permit inclusion of a 
war “clause where the original policy did 
not contain it, except that double indem- 
nity and permanent disability features 
would not be continued. 


original 


White to Meet Connecticut Agents 


George A. White, new president of 
State Mutual Life, will speak at a meet- 
ing of Connecticut agents in Hartford on 
Oct. 16. Commissioner Blackall, John 
M. Holcombe, Jr., manager Sales Re- 
search Bureau, and Oliver B. Ellsworth, 
president of Riverside Trust Company, 
will attend. 
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Prudential Luncheon Is 
Attended by 530 


NEWARK—With an attendance of 
530 the Prudential’s annual anniversary 
luncheon set a new record. Guests in- 
cluded leading business and professional] 
men and members of the clergy of north- 
ern New Jersey, who were welcomed by 
President Franklin D’Olier. Other off- 
cers and directors of Prudential were on 
hand. 

As has been the case ever since these 
luncheons were inaugurated in 1925 on 
the occasion of the company’s fiftieth 
anniversary the luncheon was a buffet 
affair, permitting each guest to chat with 
many more of his fellow citizens than 
would be possible at the usual type of 
luncheon. 








Walsh to Head Office Post 


Baltimore Life has appointed Thomas 
J. Walsh, for the last 13 years its man- 
ager at Wilkes-Barre, as acting superin- 
tendent of agencies for the duration. He 
will work with Secretary H. E. Niles. 
Mr. Niles is devoting half his time to 
work on a special job for one of the 
government agencies. Mr. Walsh has 
been with Baltimore Life for 28 years, 
J. J. Duffy has been promoted to act- 
ing manager at Wilkes-Barre. 
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To qualified applicants, 
Office contract, 
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Wanted. 


DISTRICT 
MANAGERS 
FOR LOS ANGELES COUNTY 


Where This Well Estab- 
lished Company Has More 
Than $25,000,000.00 


of Life Insurance in Force 


39% of all California purchasing power is now cen- 
tered in war-booming Los Angeles County! 


This old-line, legal reserve Life company is looking 
i capable District 
into important expansion plans in this 
aid in servicing the over $25,000, 
business we now have in force in the area. 

we offer a direct Home 
salary, commission, 


We will consider only men between the ages of 30 
“family” 
a good record of personal production and organization 
“field trainers’’ i 
specific training program 
organization in this rich territory. 

Our present agency staff knows of this advertisement. 
Please give a complete record of experience, volume 
and quality of production last three years, age, and 
family status in your first letter. 


WRITE IN CARE OF BOX 
NUMBER 9-56 
THE NATIONAL 
UNDERWRITER 
175 W. Jackson Blvd. 
CHICAGO, ILL. 


Managers to fit 
area and to 
0,000.00 of Life 


office expense, 


men with children, have 


who will follow a 
in building an agency 
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Plans Complete for 
Big Peoria Rally 


Noted Speakers Carded 
for State Meeting, Sales 
Congress Oct. 23-24 


War and post-war economic condi- 
tions will be discussed at the “Win-the- 
War” sales congress at Peoria, Ill., Oct. 
94, A general agents and managers 
meeting ‘and the mid- -year meeting of 
the Illinois Association of Life Under- 
writers will be held there the previous 
day. 

Grant Taggart, Cowley, Wyo., presi- 
dent National Association of Life Un- 
derwriters, will make two appearances, 
once as guest of honor at a general 
agents and managers testimonial ban- 
quet Friday night, and Saturday fore- 
noon at the congress, in a talk on “The 
National Association.” 

Paul F. Millett, Chicago attorney and 
tax expert, also will appear twice, 
speaking on “The 1942 Revenue Bill 
Brought Down to Date” Friday after- 
noon, and Saturday afternoon on “The 
new 1942 revenue tax bill as it will af- 
fect life insurance policyholders.” 

Boyd Fisher, Washington, D. C., as- 
sociate field director, war savings staff, 
Treasury department, will open the 
Saturday morning program with a talk 
on “The American Platform.”  Insur- 
ance Director Paul F. Jones of Illinois, 
will follow with a talk on “Thinking 
Out Loud,” giving impressions of life 
insurance during war times. 


Panel of Six Agents 


‘There will be a six-man panel at the 
sales congress of agents each of whom 
contacts a different type of prospect. 
Their general topic will be “Successful 
Streamlined Selling During 1942.” Par- 
ticipants will be Frank D. Murphy, 
Champaign, Massachusetts Mutual; N. 
Kk. Loose, Chicago, Prudential; Keith 
Smith, Kankakee, John Hancock; Fred 
Grimm, Quincy, Metropolitan; Walter 
H. Gruner, Rockford, Connecticut 
Mutual; Roy E. Davis, Peoria, Aetna 
Life. 

Following private luncheons by many 
companies, arranged by local agencies, 
will be the afternoon meeting, opening 
with a ceremony by the drum and bugle 
corps of Peoria Post No. 2, American 
Legion. 

Arthur C., Horrocks, Akron, O., rep- 
resentative Goodyear Tire and Rubber 
Co., will describe “The New America” 
in the afternoon session of the congress. 


A talk on “Democracy at the Barri- 
cades,” by N. Grattan O’Leary, Ottawa, 
Can., associate editor Ottawa “Jour- 


nal,’ and spokesman of the Canadian 
government, will conclude the congress. 

Mr. Millett’s talk at the general 
agents and managers meeting will be 
followed by a roundtable conference on 
hiring new men, getting production 
irom old agents, financing agents, etc. 


F. A. Schnell to Preside 


The midyear meeting of the Illinois 
association will follow with Fred A. 
Schnell, Peoria general agent Penn Mu- 
tual, state president, in the chair. 

A cocktail hour at 6:30 p. m. will be 
followed by the dinner, with E. R. Leh- 
man, president, presiding, and Mr. Tag- 


gart as guest of honor, 
K. W. Williamson, general agent 
Massachusetts Mutual, Peoria, will be 


chairman of the general agents meeting 
Friday. J. M. Clark, Peoria general 
agent John Hancock, is general chair- 
man jor the sales congress and will 





BROAD FIELDS 


Your friends may lose eyesight before they 
hear of Form No. 277; unless you submit its 
advantages. Details upon this single pay, 
non-can, life time Vision coverage available. 
EYE DEPARTMENT, Great Northern Life 
Insurance Co., 110 South Dearborn St., Chi- 
cago, Illinois. 
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contributed many authoritative articles 
to trade journals on taxation and busi 
ness insurance. 

He is a member of the board of the 
Chicago Association of Life Underwrit- 
ers and is chairman of the legislative 


which for many years he has been a 
nationally recognized authority. 


Law Going with 
; He has been a million dollar producer 
Parsons Agency in a number of years. Mr. Law has 


Marc A. Law, former Chicago gen- 
3 it of Nati 1. af Verm ; st president of the 
eral agent of National Life of Vermont, committee He is past pres 
i i Chicago Association of University of 
has become associated with the Bruce eg <a : 
Parsons agency of Mutual Benefit there Wisconsin Alumni. 
sanciat m aneer James F. Ram Mr. Law’s famous 86-year-old father, 
as ke % é 5 *. “ . 1 ‘“ 
eng va gta " Mr Law i A. B. Law, goes into the Parsons 
2 } .aw is 
iy oI ro ; agency with his son. He, too, returns 


in complete charge of brokerage, and 
also heads the agency’s tax and busi- 
ness insurance departments. 

Mr. Law has had 30 years’ life 


to his first life insurance connection for 
he was recruited by his son for Mutual 


om Benefit in 1915, has much business on 
sur- 


: 1is books, and still is active in sales 
ance experience. He was graduated ee ae, 
¢ eae Te area and service work. 
from University of Wisconsin school of : Reben i wy fled 
business administration in 1912, and Major Parsons, who was called to 
nis 912 ; : r > 
‘ : ) service in April, recently was a visitot 


went to Chicago as assistant to George 
Pick, then Mutual Benefit general 
agent. In 1924 he became associate 
general agent of National Life, Vt., in 


in Chicago on furlough. He is in the 
east taking a refresher course and soon 
may be sent abroad. Despite the loss 
of 15 agents who went into service and 


hi i 930 general agen 
oatings' Mya sl gel eee ia gt defense industries, the agency is grow- 
eal aeans a aad pee . a = “a ing steadily and still is number one in 
rt jars. Recap a production the company’s 68 


e era e among 
to personal production, specializing in : 


: : . agencies. 
business insurance and tax on in = 


Campaign for W. W. Head 











preside Saturday morning; John H. General American Life is conducting 
Reno, president Peoria association, will a special ‘ ‘Fighting Dollars” campaign 
preside Saturday afternoon. All ses- in October in honor of President Walter 


W. Head. Agents are stressing that life 
jusurance dollars help win the war. 


sions on both days will be at the Pere 
Marquette hotel. 


MARC A. LAW 









>. ana a 4 ah hee 


ww o. 















” ih | : ill M : | 
“We as a 

ee A 4 

Sih 








O much is so different today—the Country's 
S resources, energy, skill, all bent on the 
achievement of one great purpose. But, still, 
your own loved ones, how would they fare should 
anything happen to you? . 
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That is the story being told by the Great- 
West Life man today. His duty and his 
responsibility is to show how regular 
savings put into life insurance assure a 
family's protection—and how those same 
savings are put to work helping to build 
mu the tools the Nation needs. 


THE 


GREAT-WEST LIFE 


ASSURANCE COMPANY 


Head Office, Winnipeg, Canada 
Business in Force over $680,000,000 


OUR FIFTIETH ANNIVERSARY YEAR 
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EDITORIAL 


H2NATIONAL UNDERWRITER 


COMMENT 





Encouragement from 


Wut the 
revenue bill exempts life insurance pre- 


Senate version of the 
mium payments only in connection with 
tax and 
the regular per- 
Ran- 
counsel of the 
York chap- 
Associa- 


percent victory not, as 


from 


the 5 
had been urged, 
sonal income tax, the address of 
dolph “Paul, general 
Treasury, the New 
ter of the American Statistical 
gives considerable encouragement 


before 


tion 
in the light it sheds on the views of 
Mr. Paul 
which he 


the Treasury tax experts. 


favors a “spendings” tax, 


sharply differentiates from a sales tax. 
He 
life 
saving that would be exempt from the 
which 


specifically mentioned payment of 


insurance premiums as a form of 
since the money 
is saved is removed from the spendings 
contribute to 


spendings tax, 


stream and can no longer 


inflation. 

The effect of such an exemption 
would naturally help the sale of new 
life insurance. But even more impor- 


tant it would enable many policyholders 
to hang on to existing insurance which 
without the exemption they might have 
Conservation of insurance al- 
ready in force is of the greatest possible 
importance as an anti-inflation influence 
because the acquisition cost has already 


to drop. 


the Treasury 


been met and a very large share of the 


premium can be put into government 
bonds. 

Hence it is to be hoped that Mr. 
Paul’s view that life insurance pre- 
miums should not be curtailed by the 
necessity of limiting ordinary forms of 
spending will result in a greater degree 


of exemption than is embodied in the 
5 percent victory tax. It is important 
to the life insurance business but most 
of all to the policyholders to know that 
the Treasury's general counsel recog- 
nizes the non-inflationary character oi 
life insurance premiums and the desir- 
ability of giving them special treatment 
in any tax program. 

It is entirely possible that the Treas- 
ury’s views may not prevail to a suff- 
cient degree so that life insurance pre- 
miums will receive any further exemp- 
tion than is included in the victory tax. 
Nevertheless, the knowledge that the 
Treasury feels as it does about life in- 
surance should give many financially 
burdened policyholders enough encour- 
agement to cling to their insurance until 
a more enlightened treatment for pre- 
miums can be written into the 
Mr. Paul’s statements should prove of 
real value in promoting conservation. 


tax law. 


Imporiance of New Assumptions 


In his address before the American 
Life Convention in Chicago, W. B. Stout, 
president of the Stout Engineering Lab- 
otatories at Dearborn, Mich., spoke 
about the great progress that had been 
wade in aviation, declaring that the 
strides in improvements had been made 
due to new assumptions. think- 
ing, he said, we should always keep in 
mind the possibility of making new as- 
therefore reaching new 


In our 


sumptions and 


conclusions. He warned his listeners 
against false assumptions. ‘The 
field of its life to 


assumptious, 


great 
invention owes new 
Sometimes we are prone to follow a 
stick to it and fail to recognize 
our business. Ad- 
been made to men of 

yet who 
their feet on the ground use good judg- 


groove, 
ether possibilities in 
vancement has 


imagination and those have 


ment in making new assumptions. 


Day of Severe Testing 


a time of severe testing of 
agents, who are con- 
difficulties, obstacles 


The younger men 


Tuls is 
life insurance 
fronted with many 
and new conditions. 
are going into the service and the older 
agents will be left to carry on the work. 


\dversity is a cruel and yet effective 
teacher. In times like this an extra 
effort is needed and our reserve forces 


will be drawn upon. A struggle results 


in greater strength and_ effectiveness. 


Determination to win and overcome 
conditions tempers the steel. 
Taggart of the Na- 


Life Underwriters 


adverse 
President Grant 
Association of 
talk before the 


tional 


in his American 


Life 


Convention called attention to the dis- 
couraging prospects of work, 
stating that the field called 
upon to labor under conditions that are 
more He stated 
that the people on the firing line would 


agency 
force is 


or less discouraging. 


work heroically and determinedly. 


However, he called upon the companies 
to render every possible assistance and 
encouragement. 

It is 
insurance. 


life 
seems 


today to sell 
road 
hard. 


no easy task 


Sometimes the 


thorny and the wav is very How- 


ever in times of great emergency one 


realizes that he has untapped resources 


to fall back upon. His unused energies 





can be called into play. Those that are 
stemming the tide will find at the close 
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of the war a greater market and oppor- 
tunies that will be most stimulating, 











PERSONAL SIDE OF THE BUSINESS 





John Boyle of Boyle & Boyle, Chi- 
cago general agents Minnesota Mutual, 
has returned from the general agents 
conference in St. Paul at which he was 
cited for 20 years service with the com- 
pany. He received a pin with four pearls, 
each representing five years service. He 
was decorated with the M Club insignia 
meaning that he has $1,000,000 insurance 
in force. He joined the company after 
returning from the army in World War 
No. 1, where he served in the tank corps 
division for two years overseas. He has 
been a member of the App-A-Week 
Club for 17 consecutive years. 


Daniel W. Jones, formerly with the 
Stamm agency of Northwestern Mutual 
Life and now a yeoman in the navy, 
stationed at Great Lakes, Ill., and Miss 
Helen E. Worthington were married in 
Milwaukee. Mr. Jones is a son of the 
late Evan D. Jones, who was secretary 
of Northwestern Mutual. 

Security Life & Accident of Denver 
is carrying on a “President's Month 
Campaign” in honor of W. L. Baldwin, 
head of the organization. The main ob- 
jective is to drop a total of 1,200 bombs 
on the enemy. In other words agents 
are to secure $1,000,000 of life insurance 
and $5,000 in accident and health pre- 
miums. There are special days when 
extraordinary efforts are put on, such 
as “Pilot’s Day,’ Oct. 13; “President’s 
Day,” Oct. 22, and “Victory Day,’ Oct. 
30. Mr. Baldwin as chief of the Security 
Life & Accident troops is held in high 
esteem by the organization. 

Acheson E. Lucey, formerly advertis- 
ing manager of United States Life and 
editor of its house organs, the “Ambas- 
sador” and the “A&H Clinic,” now a 
lieutenant in the navy, and Beatrice H. 
Tweedie, formerly assistant advertising 
manager of the company, who succeeded 


Mr. Lucey when he entered service, 
were married recently. The romance be- 
gan when Mr. and Mrs. Lucey were 
brought together through their daily 
work. 

Leonard Fuchs, of Newark, former 
president of the Essex County Asso- 


Insurance Agents, celebrated 
his 40th anniversary in insurance field 
work Oct. 10. He started as a clerk 
in a New York brokerage firm, and 
later held various positions with insur- 
ance companies. In 1923 he gave up all 
company affiliations to give his full time 
to his agency affairs. He was one of 
the organizers of the old Newark Board. 

Isadore Samuels, general agent of 
New England Mutual in Denver, is act- 
ing as co-chairman of the annual com- 
munity chest campaign there. 

Dezso Garay, of the Cleveland agency 
of Ohio State Life, has just completed 
his 700th week of consecutive weekly 
production. 

Frank L. Barnes, vice-president and 
agency director of Ohio State Life, has 
been elected president of the Kiwanis 
Ciub of Columbus. 


Dr. John B. Steel, medical director of 
Volunteer State Life, has been made 
chairman of the medical section of the 
Chattanooga Civilian Defense Council. 


ciation of 


Special recognition has been given the 
hospitalization and first aid contingent 
in Springfield, N. J., headed by Harold 
Nenninger, brokerage manager of the 
John A. Ramsey agency in Newark of 
Connecticut Mutal Life. 

Neil P. Bennett, Equitable Lite of 
Iowa, Portland Ore., has been awarded 
a diamond-studded service pin in recog- 
nition of 25 years of service with the 
T. J. Binder agency in Portland. He has 
written more than $5,000,000 of business. 

Joseph Chernis, who has been with 
Metropolitan Life in Portland, Ore., 20 
years, was guest of honor at a dinner 
given by Manager J. E. Hervin. Mr, 
Chernis led the entire staff in sales the 
past year. 

Henry B. Ramsey, Omaha, celebrated 
his 30th anniversary with Prudential. He 
is manager of the company’s ordinary 
agency there. He joined Prudential in 
1912 as a special agent in the Des 
Moines office, was promoted to super- 
intendent of agents there in 1914, and 
in 1915 was appointed manager at 
Omaha. 

Superintendent Basil L. Vincent of 
the Schenectady, N. Y., district of Pru- 
dential was honored by his associates 
with a dinner on his 25th anniversary. 
L. H. Schmidt, assistant secretary, and 
Chauncey Scott, division manager, at- 
tended from the home office. Joining 
Prudential in Albany in 1917, Mr. Vin- 
cent was promoted to assistant super- 
intendent in 1918. He was superintend- 
ent at Burlington, Vt., 1930 to 1936, 
when he was transferred as superin- 
tendent to Schenectady. 

Stratford Lee Morton, St. Louis gen- 
eral agent of Connecticut Mutual Life, 
is chairman of the St. Louis committee 
that is adv ocating a revision of the Mis- 
souri constitution. 

Arthur Piver, vice-president of the 
“Underwriters Report” of San Francisco, 
is taking final examinations for aviation 
instructor with the civilian aviation 


corps. He recently completed the re- 
quired number of hours of solo flying. 
Mr. Piver has been flying for several 
years. 





DEATHS 


John R. Taylor, well known life man, 
died at his home at Owensboro, Ky. He 
formerly was general agent of Midland 
Mutual and later represented Jefferson 
Standard and Kentucky Home Mutual. 

Harold Robinson, 51, assistant super- 
intendent at Huntington Park. Cal., for 
Prudential, died. 

Funeral services were held tn Colum- 
bus, O., Monday for Robert B. Boyer 
ot Detroit, branch manager of the mort- 
gage loan department of Prudential, who 
died suddenly from a heart attack. He 
formerly was in the realty business in 
Columbus. 





To be fully prepared be sure you have 
the “Unique Manual-Digest.” Covers over 
400 companies. Only $5 from National 
Underwriter. 
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“Say, 


Fred, will you stop in and figure the adequate insurance protection for my 


family—so I can go ahead with my war bond — 


NEWS OF THE COMPANIES — 





Contention Arises 
on Rural Bankers 


Newspapers throughout Indiana dur- 
ing the week featured a notice of suit 
brought by Attorney-general Beamer 
of Indiana in the St. Joseph county 
circuit court asking control of the Rural 
Bankers-Legion Life of South Bend. 
The company was organized under the 
assessment laws more than 11  vyears 
ago and it is the largest one of its kind 
in the state. 

The action charged that the company 
is either insolvent or in imminent dan- 
ger of insolvency and further that the 
officials have neglected to observe an 
insurance department order to make 
good a deficiency claimed in the sur- 
plus fund. The complaint states that 
action was brought to protect the pol- 
icyholders, to place the company in 
sound condition and to remove the pos- 
sibility of any unlawful diversion of the 
funds. The suit asked that the insur- 
ance department be ordered to take 
possession of the property and conduct 
its business. 


Position of Company Officials 


Company officials indicated that this 
Was a repercussion to the suit started 
by the company itself in the same 
court, Sept. 23, asking that a declara- 
tory judgment be made in decision of 
some of the points about which the 
company and the state department re- 
cently have differed. Director of 
Agencies John E. Enders stated that 
the officers had no consciousness of 
guilt and that the company had been 
operating in compliance with the laws 
and regulations and was within the 
Statute under which it was organized. 
He said that the suit filed by the com- 
pany had asked for an interpretation of 
what appeared to be a confusion of 
opinions with respect to certain regu- 
lations governing this type of insur- 
ance. He further stated that the com- 
pany was following competent legal 
advice and had done so throughout its 
entire history. The company “has sev- 


eral thousand policyholders, all in In- 
diana. 

Sapp Is President 

Hunt- 


Its president is A. H. Sapp of 


ington. Miss Anna M. Markham is 
secretary and Dr. S. S. Werth of Chi- 
cago is treasurer. R. E. Proctor of 


Elkhart, an attorney, is chairman of 
the board. 

The officials state that the action 
filed by the attorney-general would be 
met promptly and the company would 
press for an early hearing of the suit 
that it started. They declared that they 
welcomed the court’s investigation of 
operations. The result will undoubt- 
edly disclose, they claim, that the com- 
pany is not insolvent or in immediate 
danger of insolvency but that it is solv- 
ent with over $12,000,000 of insurance 
in force and lapses reduced to the low- 
est minimum possible. The officials 
take the position that the department 
cannot interfere with its program of 
writing pure protection life insurance 
under the acts of 1897 under which the 
company is incorporated. 


Law Provision Questioned 


President Sapp called attention to the 
Indiana insurance code, passed in 1935, 
which in part only covers assessment 
companies. Difference of opinion has 
arisen over the law governing the com- 
pany. The suit that is brought is in- 
tended to clarify the law. One of the 
leading actuarial firms in the middle 
west has declared the company is solv- 
ent and has shown an excellent state 
of growth. 


Franklin Life to 
Build Home Office Annex 


In anticipation of post-war expansion 
requirements, Franklin Life of Spring- 
field, Ill. has purchased the residence 
and apartment house which occupy the 
south 61 feet of the block in which the 
home office is located. The company 
plans to build a new building duplicating 
the present home office in architectural 
design, and connected with it by an 
underground tunnel. The new structure 








1942 over 1941 
INCREASES 


Paid Production ---- 15% 


Insurance In Force -- 73% 


There Are Reasons 
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Issued about once a month to develop closer 
fellowship with General Insurance Brokers. 


ARE YOU GETTING IT? 


If not, phone or write your General Agent. 
He will be glad to put you on his mailing list. 


State Mutual Life Assurance Company 
of Worcester, Massachusetts 


Incorporated 1844 
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will contain a large auditorium for com- 
pany meetings, as well as executive ot- 
fices and the most modern equipment. 


Smith Assistant Actuary 
of Amicable Life 


Franklin Smith has been elected a 
director of Amicable Life to fill the place 
made vacant by the death of. Peeler 
Williams and he has also been appointed 
assistant actuary. He has been with 
Amicable Life most of his business life. 
After graduating from Waco high school 
re entered the accounting department 
of Amicable and was soon transferred 
to the actuarial department where he 
had 16 years’ experience. 


Provident Mutual Names 
New Actuarial Assistant 

B. Franklin Blair, who has been elec- 
ted actuarial assistant of Provident Mu- 
tual Life, is a graduate of Haverford 


has 





BK. FRANKLIN BLAIR 


College and received his A.M. from 
Princeton. He is a fellow of the Actu- 
arial Society of America and of the 
American Institute of Actuaries, and is 
a member of Phi Beta Kappa. 


Alexander Assistant Treasurer 


FE. R. Alexander, who has been con- 
nected with the investment department 
of Sun Life of Canada since 1925, has 
been appointed assistant treasurer. 


Gross with Silla National 


Otto Gross, formerly actuary of All- 
States Life of Birmingham, has joined 
Jefferson National Life of Indianapolis 
as actuary. A graduate of the Univer- 
sity of Iowa in the actuarial course he 
was at one time with the Iowa insur- 
ance department. 


Liberty Life Capital $500,000 

Capital of Liberty Life of Greenville, 
S. C., is being increased from $400,000 
to $500,000 in the form of a 25 percent 
stock dividend to be paid to stock of 
record Oct. 31. The regular quarterly 
cash dividend of 3 percent will be paid 
on the new capitalization and will thus 
amount to $15,000. It is payable Dec. 31 
to stock of record Dec. 28. 


Interstate Reserve Report 

Interstate Reserve Life of Chicago 
had assets of $632,803 and total liabili- 
ties of an equal amount as of Dec. 31, 
1941, aecording to the report of an 
examination by the Illinois department. 
‘This is an assessment legal reserve com- 
pany. Most of the new business is being 
secured by a magazine advertising cam- 
paign. Interstate Reserve has agreed to 
place all such business with a Chicago 
advertising agency for three years and 
has guaranteed this agency commission 
earnings from the publishers on the 





advertising placed of not less than $3,000 
during the first two years. No life com- 
missions are paid on this business. So 
called family group policies in force 
amounted to $1,825,200 and other con- 
tracts in force amounted to $2,819,878. 

In 1939 a lien of 36.7 percent was 
levied upon the mean reserves of the 
cutstanding contracts written between 
Sept. 1, 1921, and July 1, 1937, they 
being deductible from the face amount of 
benefits in the event of death and until 
paid or so liquidated bear interest at the 
‘ate of 3% percent. 

The principal balance of the liens 
totaled $147,822 on Dec. 31. Despite this 
lien the assets became impaired in the 


amount of £33,290 at Dec. 31, and on 
March 20 of this year the directors 
voted to revalue all real estate owned 


and place another lien in the amount 


of 57.4 percent of the net equities as of 
Dec. 31. Both of the liens constituted 
59.9 percent of the assets on Dec. 31, 


and 67.7 percent’ of the policy equities 


of the members. 


Bankers National Marks 15th Year 

The Bankers National Life of Mont- 
clair, N. J., celebrated its 15th anniver- 
sary with a dinner at the Hotel Astor 
in New York City, attended by 44 em- 


ployes five years or longer with the 
company. Gifts were presented to 15- 
and 10-year employes, and service me- 


mentoes to those completing their fifth 
vear. Charles H, Watts, president of 
the Beneficial Management Corporation 
and board chairman of Bankers Nation- 
al, was the guest speaker. Ralph R. 
Lounsbury, president, also spoke. 


Minnesota Mutual Life has furnished 
its employes with the mail addresses of 
former employes in the armed services 
abroad so that they may send Christmas 
presents or greetings. The home office 
also has conducted an intensive scrap 
drive. 

The Accident & Health Bulletins help 
get business. For information write 
420 E. Fourth St., Cincinnati. 

This is the fifth in a 
series illustrating the 
unique features that 
make Central Life 
policies easy to sell. 


A Five Year Pay 
Plan! 


As a matter of fact, it takes 
fewer than five years to com- 
plete all premium payments 
necessary — 4 years and 4 
months for ages under 38; 4 
years and 8 months for ages 38 
and over. 


Monthly payments for a man 
age 35 are $11.79 a thousand, 
which necessitates an approxi- 
mate weekly saving of only — 


$2.72 a Thousand 


To insurance men interested in an 
attractive agency contract with a 
37-year-old company, we shall be 
glad to send details of the FIVE 
YEAR PAY plan, which Central 
Life representatives find makes 
easy the sale to those with cur- 
rently increased incomes but who 
are afraid their incomes will drop 
after the war. 


Write to— 
Alfred MacArthur, President 


CENTRAL LIFE 


— Insurance Company of Illinois = 
211 West Wacker Drive, Chicago, III. 














NEW YORK 


PRUDENTIAL HONORS MAHLER 


The staff of the Long Island City, 
N. Y. district of Prudential honored the 
superintendent, Malcolm Mahler, at a 
dinner. L. H. Schmidt, assistant secre- 
tary; O. E. Beal, supervisor; J. Arthur 
Kenney, division manager and D. W. 
Paterson, assistant division manager, at- 
tended from the home office. 





BENDINER MAKES HIT 


Irvin Bendiner, prominent producer 
for the New York Life in Philadelphia, 
addressed a large meeting of the New 
York C.L.U. chapter Thursday on ‘Are 
You Doing a War Time job?” Mr. Ben- 
diner gave the talk that he had previously 
given before the Philadelphia C.L.U. 
This talk aroused so much interest that 
the New York pecple asked him to give 
the same address there. 





METROPOLITAN RECEIVES BANNER 

Employes of Metropolitan Life gath- 
ered in Madison Square on Wednesday 
aiternoon to receive the “T” Banner of 
the Treasury department, emblematic of 
an average investment of 10 percent in 


war bonds, from Col. R. C. Patterson, 
Jr., New York state chairman of the 
war savings staff. Leroy A. Lincoln, 


president of the insurance company, ac- 
cepted on behalf of the 16,000 home office 
employees. The ceremonies were broad- 
cast. 

Members of Metropolitan Post, Amer- 
ican Legion, the Metropolitan company 
of the New York Patrol, the company’s 
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air-raid wardens, emergency wardens, 
first aid workers, and others of the 
Metropolitan’s war emergency service, 
were present in a body. 

Metropolitan is the largest organiza- 
tion in New York City to receive the 
“T” banner. War bond purchases by em- 
ployes now amount to 10.42 percent of 
payroll. 


C.L.U. COURSES IN N. Y. 


In cooperation with New York Uni- 
versity, the New York C. L. U. chapter 
will offer special review courses in parts 
A, B, C, and D fields of study to pre- 
pare agents for examinations in June. 

The instructors include: Paul Orr, Jr., 
Ives & Myrick agency, Mutual Life; Dr. 
Thatcher C. Jones, associate professor of 
finance; Dr. Louis R. Sprigg; associate 
professor of political science; A. Anton 
Friedrich, associate professor economics; 
Denis B. Maduro, counsel Life Under- 
writers Association of N. Y. C., and 
Major B. Foster, professor of banking, 


Columbus Offices Must Move 


In addition to causing the home office 
of Midland Mutual Life to seek new 
quarters, the decision of the war depart- 
ment to take over the upper floors of 
the Huntington National building in Co- 
lumbus, O., will require the removal of 
several other life insurance offices in 
that building, including those of Acacia 
Mutual, Lincoln National, Connecticut 
General and Northwestern Mutual. 


Douglas Whiting, actuary of United 
Life & Accident, has been appointed 
lieutenant in the navy and is awaiting 
assignment. 





THE MUTUAL 


THREE members of our 


Watrer A. ScuworM 


LW. 








BENEFIT PRESENTS 


Our Newest C.L.U?s 


suffalo Agency completed their 
examinations in June and have been awarded the C. L. U. 
designation. We are proud to recognize CorNELIUS Kurtz, 
and Hersert G. Voor. 
six members of our organization have now passed all five 
examinations, and seventy-three have received their C. 


designation. We are proud of our C. L. U.’s. 


The Mutual Benefit 


LIFE INSURANCE 


Organized 1845 + Newark, N. J. 


Seventy- 


COMPANY 
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Bankers Life 
Makes Tex. Changes 


Bankers Life of Des Moines has 
made several changes in its agency set- 
up in Texas. Recently its pioneer 
Cherry & Cherry agency in San An- 
tonio was dissolved when the senior 





T. Y. WHITEHURST 


member, R. B. Cherry, retired after 57 
years of service with Bankers Life and 
27 years in association with his son, 
R. H. Cherry, as agency managers. R. 
H. Cherry was then appointed assistant 





W. B. DALE 


superintendent of agencies and will be 
in charge of the southern district. 

Walter B. Dale, a 20-year member 
of the San Antonio agency, has been 
appointed agency manager for the San 
Antonio territory. 

The company is establishing a new 
agency in Houston to serve that city 
and adjacent territory, formerly a part 
ot the San Antonio agency, with Troy 
N. Whitehurst as agency manager. Mr. 
Whitehurst has been the agency man- 
ager at Fort Worth for the past five 
years. 

N. J. Bradbury, also a veteran of the 
San Antonio agency, has been appointed 
agency supervisor of the San Antonio 
agency, while Ralph J. Beaver becomes 
agency supervisor in charge of the Fort 
Worth agency. 


Lawrence’s Son Is Supervisor 


frank D. Lawrence, son of Howard 
(. Lawrence, Newark general agent of 


Lincoln National Life, has been made 
agency supervisor of his father’s agency 
office in Trenton, N. J 





Heise Named in Lansing 
by Occidental Life 


O. D. Heise has been appointed Lan- 
sing general agent of Occidental Life 
of California. Mr. Heise entered life 
insurance in 1935 with Acacia Mutual 
Life in Washington, D. C. He was 





0. D. HEISE 


transferred to Detroit as manager in 
1939. 

Grant M. Hudson, Sr., who is retir- 
ing from managerial duties at Lansing, 
will assist Mr. Heise as a district man- 
ager. Grant Hudson, Jr., is now life 
manager of the Lanphier Agency, Occi- 
dental Life general agent in Detroit. 


Union Labor Opens K. C. Agency 

The Union Labor Life has opened of- 
fices in Kansas City. Maurice Gross- 
man, for eight years with Metropolitan 
there, is general agent. 





Toppin Shifted to Toronto 

Don F. Toppin has been appointed 
Toronto life manager of Prudential of 
London. He formerly was manager in 
Kingston, Ont., where he was secretary 
of the Life Managers Association and 
president of the Life Underwriters As- 
sociation. 





Hurley, Wright & Powell, local agents 
of Knoxville, Tenn., have been given an 
agency for John Hancock Mutual Life. 





New Minneapolis General 
Agent of National Life 





Lloyd O. Swanson, the new general 
agent at Minneapolis for National Life 
of Vermont, takes 
the place of George 
A. Specht, who 
was commissioned 
a captain in the 
army. Mr. Swan- 
son is a native of 
Minneapolis. H e 
graduated from 
Gustavus Adolphus 
College and is an 
experienced and 
successful life in- 
surance man, hav- 
ing been associate : 
general agent of jy, 0. Swanson 
John Hancock Mu- 
tual Life in Minneapolis, for some time. 








AGENCY AIDS GEARED FOR RESULTS 


Today the General Agent or Manager must depend on sure-fire meth- 
ods and effective equipment to get results in the vast markets of new 
prospects. 


With an effective modernized plan, fully tested for results, Pan-Amer- 
ican Fieldmen are equipped to meet today's prospects under the most 
favorable conditions. 


The Pan-American's Interview Plan, as this system is called, really gets 
the interviews. For instance, a new Representative, using this system 
to get started, received twenty-eight replies from his initial list of one 
hundred names and sold ten cases for a total of $36,500. It works for 
old and new Representatives with the same results. 


WE GUARANTEE A RETURN OF 20% ON EACH LIST OF 
ONE HUNDRED NAMES CIRCULARIZED 


The Pan-American offers: 

A complete line of Modern Policies, a most Liberal Agency Contract, 
a Recruiting Plan and Special Training for New Fieldmen, a new Sys- 
tem Relieving General Agents from Agency Accounting, Attractive 
and Effective Sales Aids, Adequate Financing, Prospects for Insurance 
furnished through a Proven System. 


Correspondence invited with men not presently connected. 


Address: 
Charles J. Mesman, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
Crawford H. Ellis Edward G. Simmons 
President Executive Vice-Pres. 


It would be a courtesy to THE NATIONAL UNDERWRITER 
if you will mention the name of this publication when replying 
to the above advertisement. Pan-American Life Ins, Co. 
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In a nation blessed with bounty, scarcity may 
come hard to many of us. Even to the heedless, it 
will invite reflection. 


Thus to many a father, the meatless days, the 
scarcity of this, the lack of that, will raise the vision 
of what real want might mean to his family. 


It should be easier than ever to persuade men to 
the comfortable security of “Bounty Ahead”, 
through life insurance. 






LIBERTY NATIONAL 


LIFE INSURANCE COMPANY 


BIRMINGHAM? ALABAMA 
FRANK P. SAMFORD., PRESIDENT 
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Bulging Pockets 
Offer Opportunity 


DENVER—Under present conditions 
life agents have an unequaled opportu- 
not to write a large volume of business, 


Grant Taggart, California-Western 
States Life, Cowley, Wyo., president 
National Association of Life Under- 


writers, declared before the Denver Life 
Underwriters Association. People have 
money to spend while the merchandise 
available is limited. 

“Compare this to the situation a year 
ago,’ Mr. Taggart said. “When you 
approached your prospect he begged off 
by telling you that he had 18 more pay- 
iments of $60 each to make on his car 
before he could add to his life insur- 
ance program. Today he just can’t 
spend his money for a new car, a new 
refrigerator or a new radio. 

“Pockets are bulging with money. 
The underwriter has a great opportu- 
nity to increase his production if he 
will but spread the gospel of the bene- 
fits of life insurance. Plan your calls, 
organize your sales talks, increase your 
efforts and you surely will sell more 
business.” 


Outstanding Bond Record 


Mr. Taggart pointed to the outstand- 
ing war bond sales record, expressing 
confidence that life underwriters would 
meet their increased quota. of $2,000,- 
600,000 in bond sales for 1943. 

Gas rationing has created some diffi- 
cult problems, Mr. Taggart said. In 
some cities, an “A” card will be suffi- 
cient for many agents. In other areas 
both the “A” and “B” cards will be 
necessary, and in rural areas where the 
agent has long trips to properly service 
his business, the “C” card will be 
needed. The National association is 
striving to arrive at an equitable solu- 
tion of this problem to lay before gov- 
ernmental authorities, but Mr. Taggart 
warned that the underwriter has duties 
to perform in this war and he must ex- 


pect to make many sacrifices, among 
them the restricted use of his automo- 
bile. 


Jaqua Recommends Mass 
Selling to Dallas Group 


DALLAS—Counseling salesmen to 
leave war problems to men more ex- 
perienced in handling them and to do a 
good job of life underwriting as their 
contribution to the war effort, A. R. 
Jaqua of Cincinnati, associate editor of 
the Diamond Life Bulletins, played a 
game of football symbolically in an ad- 
dress before the October meeting of the 
Dallas Association of Life Underwrit- 
ers and named an all-star team of sell- 
ing stratagems to keep agents scoring 
with signed applications. For the center 
position on his team, he recommended 
adoption of the mass selling idea. 

“Get into the field of salary savings 
plans, pension trusts and the like,” he 
advised. 

For other positions on his selling 
team, he proposed that the agents pick 
situations or events which call for life 
insurance; stress the cost of delay as a 
reason for buying now; set up tech- 
nique that will make it easy to do the 
things that should be done by the agent, 
as will power is weak; realize that it is 
not a case of leading the prospect to 
water and making him drink but of 
making him thirsty by bringing the fu- 
ture up to the present and making him 
look at it; locate nests of prospects by 
finding groups of persons having inter- 
ests similar to those of the agent and 
cultivating those groups: be ready to 
point out to prospects who do not buy 
because they do not think they will die 
that, if they live, they can get their 
money back and will have made a good 
investment; appreciate the fact that it 


is not the policy that costs money but 
the education, or the retirement and the 
like; and get the unalterable convic- 
tion into their heart that life insurance 
is the one type of property that through 
the years has withstood all economic 
catastrophes. 

He expressed the belief that the Dal- 
las agency could do little good with 
unskilled war workers but explained 
that the field of skilled war workers rep- 
resented extension of a market that has 
always been available but now has more 
money. 


More Local Associations 
Will Be Visited 


President Grant Taggart of the Na- 
tional Association of Life Underwriters 
asserts that more local associations will 
be visited if possible during his admin- 
istration than ever before. There are 
some of the smaller points that have 
not been addressed by any from the 
national cabinet. He hopes to have 
some of the trustees assist in this cause. 
Executive Vice-president James E. 
Rutherford is starting to visit associa- 
tions. However, there are so many now 
that more people will be required to do 
the visiting. 


Success Factor Analyzed 
at San Francisco Parley 


SAN FRANCISCO — “Never make 
the same mistake twice and never make 
it at all if someone else has made it 
before you,” Frank H. Beckmann, presi- 
dent of Beckmann, Hollister & Co., 
San Francisco, business analyst, told 
the San Francisco Life Underwriters 
Association. 

Failures in life insurance do not like 
to call on people who do not want to 
see them and talk to them about things 
they do not want to talk about. Most 
failures, Mr. Beckmann said, do not like 
to have a definite prospecting program. 
Neither do they like to study proper 
sales presentations. A successful per- 
son must be willing to do the things he 
does not like to do in order to accom- 
plish his aims. Mr. Beckmann warned 
that under present economic conditions 
it is easier to lower one’s standard of 
living than to make the adjustment and 
effort and endure the hardships neces- 
sary to making a better living. Four 
habits must be cultivated by the suc- 


cessful life agent: habit of doing the 
things you do not want to do; prospect- 
conscientiously; 


ing consistently and 

studying and perfecting the sales pres- 
entation; and organizing time and 
effort. 


The O. O. Orr trophy and war bonds 
were presented to J. W._ Barnette, 
Northwestern Mutual, by Clifford Hen- 
derson, San Francisco manager Pruden- 
tial, who succeeded Mr. Orr as manager 
upon his retirement several years ago. 
Gordon Coryell received a $25 war bond 
as runner-up in the trophy effort which 
was devoted to association membership. 


Sell Benefits, Not Policy, 
Woodson Recommends 


CINCINNATI—“The job of market- 
ing life insurance today has changed in 
detail but it is still really the same as 
always,’ B. N. Woodson, assistant man- 
ager Sales Research Bureau, told the 
Cincinnati Life Underwriters Associa- 
tion at the opening meeting of the sea- 


son. ‘Close analysis of the bureau fig- 
ures,” he said, “reveals that the market 
has not changed fundamentally and 


that the three main things still are (1) 
to see enough people; (2) to see the 
right people; and (3) to tell your story 
effectively.” 

“Sell life insurance today not as a 
luxury but as a most important neces- 
sity,’ he recommended—stressing that 
all men desire what life insurance will 
do for them, and remembering that they 
don’t want a printed policy but the 
benefits of life insurance. “All people 
want the benefits but not the commod- 
ity, so emphasize the benefits in under- 
standable language.” Sell peace of 
mind, aid to thrift, and the right to 
spend some money now. 

He urged presentation of life insur- 
ance as “easier terms for an inescapable 
cost.” This is true of every life in- 
surance situation and it should be made 
clear to every prospect that life insur- 
ance is really the easier way. 

W. T. Craig, the new president, con- 
ducted the meeting and presented new 
officers, the board and three new C.L.U. 
people: C. C. Sherill, supervisor Con- 
necticut Mutual; Agnes Hauer, North- 
western Mutual, the first woman C.L.U. 
here, and Alice Good, State Mutual, the 
first C.L.U. cashier in the city. 


Award Diplomas in Cleveland 


C. L. U. diplomas were awarded at a 
joint luncheon meeting of the Cleveland 


Life Underwriters Association and 
Cleveland C. L. U. chapter to F. M. 
Ansley, Massachusetts Mutual Life; 
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John N. Lenhart, New England weal 
Life, and W. Preston White, Lorain, O., 
Northwestern Mutual Life. 

Paul F. Clark, executive vice-presi- 


dent John Hancock Mutual Life, was 
principal speaker. 
Des Moines — J. Harry Wood, second 


vice-president and manager of general 
agents, John Hancock Mutual Life, urged 
agents to capitalize on the experience of 
others and to control their time as to 
make the most of it. 

Curtis Lamb, Aetna Life, chairman of 
Des Moines C.L.U. chapter, presented 
C.L.U. certificates to Fred Haskins, John 
Hancock, and Don Davidson, Aetna Life. 

Dr. John Stevens, president Grinnell 
College, will address the November 
meeting and Grant Taggart, president 
National association, will speak in De- 
cember. 


San Antonio, Tex.—Miss Leone Skelton, 
Republic National Life, San Antonio, 
spoke on “Women and Life Insurance,” 
expressing the belief that the future will 
bring more women life underwriters 
into the field and cause more women to 
provide for the solution of their own 
problems by the purchase of life insur- 
ance. 

President G. V. Jackson announced 
that B. A. Wiedermann, Union Central 
Life, has been reelected national com- 
mitteeman, while Ronald Vincent, Trav- 
elers, has been named state committee- 
man and J. Y. Williamson, Southwestern 
Life, director to succeed Marcus A. Ryan, 
who has been transferred to the Corpus 
Christi, Tex., by Southwestern Life. 

Harold J. Cummings, vice - president 
Minnesota Mutual Life, will speak Nov. 5. 





Columbus, O.—Harry N. Wieting, Jr., 
Toledo, ordinary manager of Prudential, 
will speak on “Getting Action Today in 
the Defense Market” Oct. 16. 


Lincoln, Neb.— At a special mecting 
called to Near Grant Taggart, president 
of the National associatfon, members 


endorsed a proposal by Chief Petty Offi- 
cer E. S. Wescott of the Omaha naval re- 
eruiting station, former advertising man- 
ager of Bankers Life of Nebraska, that 
they become “civilian navy recruiters.” 

In his address, which was largely a 
plea for more intensive work in the sale 
of war bonds, Mr. Taggart said life men 
are today doing one of the most out- 


standing mass civilian jobs in the war 
effort. 
Merle Loder, Mutual Life, the presi- 


dent, introduced L. L. Hummel of 
Farmers & Bankers, state president, who 
presided at the meeting. 

Carl Rucke, 
of the OPA, gave a talk on fuel oil ra- 
tioning and Ben Gadd, Union Central 
Life, gave a report on the local “Keep 
Well” committee drive. 

Salt Lake City—tThe first fali meeting 
was sponsored by the C.L.U. chapter. 
Jack W. Lawrence, in the absence of F. 
E. Herb, C. L. U. president, gave what he 
termed a “combination talk,” outlining 
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what was meant by the C.L.U., how one 
can earn the degree, and its rew ards in 
increased production. On behalf of the 
American College, he presented H. J. 
Duerkop, Equitable Society, a certificate 
of proficiency; C. C. Guilford, Northwest- 
ern Mutual Life, and F. M. Kelly, Mutual 
Life, the C.L.U. designation. Holgar J. 
Johnson, New York, president Institute 
of Life Insurance, will speak at the No- 
vember meeting. 








Ilowa— President W. K. Niemann, 
Bankers Life of Iowa, Des Moines, has 
ealled a meeting of state officers for 
Oct. 18 in Cedar Rapids to map out an 
agenda for the year. Charles Stratton, 
Dubuque, secretary, has been put in 
eharge of a membership drive. 

Mr. Niemann has been named regional 
membership chairman by the National 
association in charge of Iowa, Minne- 
sota and Missouri. 


Jackson, Mich. Harold C. Brogan, 
Lansing, president Michigan association, 
reported that state association members 
are spending from 5 to 40 percent of 





their time, without compensation, in 
furtherance of the nation’s war effort. 
Chief activity is the sale of war bonds 
and the “Keep Well” crusade. Seth 


Burwell, head of the Michigan insurance 
department’s life division, told how the 
insurance business has adapted itself to 
war conditions. 


St. Louis—Judd C. Benson, home office 
agency manager of Union Central Life, 
Cincinnati, spoke Thursday on “Capital- 
izing Present Opportunities.” 

Northern New Jersey—At the lunch- 
eon meeting in Newark, Oct. 22, Julian 
S. Myrick, second vice-president of Mu- 
tual Life, will speak on ‘“‘What the C.L.U. 
Means to All Life Underwriters” and 
will award C.L.U. diplomas. 

At the December meeting, Herbert A. 
Hedges, vice-president of the National 
association and Kansas City general 
agent of Equitable Life of lowa, will 
speak and a Christmas party will be 
held. 


Connecticut—The war bond committee 


has enrolled over 2,500 concerns, with 
500,000 employes and sales to date are 


estimated at $75,000,000. Herbert Behan, 
Massachusetts Mutual, Hartford, is as- 
sociation president and chairman of the 
payroll deduction committee. 

Frank B. Alberts, Aetna Life, Hart- 
ford, is named chairman of the sales 
congress committee, and co-chairman is 
Thomas S. Silva, John Hancock, Bridge- 
port. Because of the absence of so many 
company conventions this year, the asso- 
ciation feels that a congress is especially 


important. It probably will be held in 
April. 
Extension and membership chairman 


is Wilbur W. Hartshorn, Metropolitan, 
Hartford. Meridan and New Britain are 
considering establishment of branch 
membership in the Hartford association. 

Educational chairman is Franklin 
Pierce, Connecticut Mutual, Hartford. 
The association plans to hold another 
advanced underwriting school in cooper- 
ation with the University of Connecticut 
next summer, The association is also 
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classes in cooperation 
of Connecticut in 


sponsoring C.L.U. 
with the University 
Hartford. 

Hartford—C. Gilbert Shepherd, Aetna 
Life, has been named chairman for 
metropolitan Hartford, of the war bond 
committee to canvass concerns through- 
out the metropolitan area. Vice-chair- 
man is Francis T. Fenn, Jr., of Con- 
necticut Mutual. For the past several 
months a committee has been working 
throughout Hartford county under the 
chairmanship of Fiske Ventres, Fidelity 
Mutual, and has placed 414 firms on the 
payroll deduction plan. The new com- 
mittee will be solely responsible for in- 
stalling the plan in concerns throughout 
metropolitan Hartford. Mr. Ventres’ 
committee will continue to install the 
plan in all other points throughout 
Hartford county. 


SALES MEETS 


Mass. Mutual Holds Conferences 

Massachusetts Mutual Life is conduct- 
ing a series of zone conferences of gen- 
eial agents in key cities over the coun- 
try. Joseph C. Behan and Chester O. 
Fischer, vice-presidents, will steer the 
discussion of modern sales problems and 
plans for meeting them. The first meet- 
ing was in Chicago last week. Others 
are scheduled as follows: Kansas City, 
Oct. 12-13; Philadelphia, Oct. 15-16; 
Springfield, Oct. 20-21; Columbus, Oct. 
26-27, and Atlanta, Oct. 29-30. 

General agents from Denver, Okla- 
homa City, Tulsa, Omaha, Lincoln, Des 
Moines, Sioux City, Wichita, Topeka, 
Peoria and St. Louis attended the con- 
ference in Kansas City. 











Mutual Life Rally in Spokane 


The double purpose role which life 
insurance is playing as a foe to infla- 
tion was stressed by J. Roger Hull, vice- 
president and manager of agencies of 
Mutual Life, in a meeting in Spokane, 


Wash., attended also by field men from 
Seattle, Portland and Billings, Mont. 


Also present from the home office were 
Leigh Cruess, vice-president and man- 
ager of selection; Ben Williams, direc- 
tor of training; C. B. Reeves, assistant 
to the president in charge of advertising 
and public relations; Frank B. Jackson, 
supervisor of salary savings; and B. F. 
Grandquist, agency assistant. 





Iowa Agents Gather 

DES MOINES—Some 60 Iowa field 
men attended a one-day meeting at the 
home office of Bankers Life of Des 
Moines. 


Talks were made by President 


Gerard Nollen and other members of 
the home office staff. Five leading rural 
agents spoke on “Selling Farmers To- 
day.” They were R. S. Pickford, Cedar 
Rapids; B. L. Prouty, Garner; W. B. 
Mahaffa, Rockwell City; W. G. Sanford, 
Mapleton, and A. M. Glick, Creston. 


CHICAGO 


VIEWS TAX CH 











ANGES ON GROUP 
The effect of the 1942 revenue act on 
group annuities was discussed by Robert 


F. Spindell, Spindell-Millett Service, 
Chicago, before the Chicago Group 
Supervisors. For the first time in a 


revenue act there are specific sections 
devoted to group annuities which are 
now treated on the same basis as pen- 
sion trusts as plans must be qualified. 
One provision in Section 23 P provides 
for the deduction of level premium poli- 
cies over future years even although 
current and past service credits are 
covered. There is also a provision for 
deducting increased costs of fixed bene- 
fit sick benefit group annuities. 

All plans—pension, profit sharing and 
annuities—may now be considered to- 
gether in determining whether or not 
they qualify for deductions. Thus, it is 
necessary for group men to investigate 
all plans. 

Lump sum contributions for past serv- 
ice credits which are now 100 percent 
deductible must, under the new act, be 
deducted over a 10-year period. 

In respect to deductions, group annui- 
ties are not seriously affected because 
of their broad provisions, Mr. Spindell 
pointed out. 

C. D. Hardie, Metropolitan Life; L. F. 
3rown, Travelers, and W. F. Becker, 
Aetna Life, were named on the nomi- 
nating committee which will report at 
the Nov. 30 meeting. 


TAGGART SLATED IN CHICAGO 


Grant Taggart of Cowley, Wyo., 
president of the National Association of 
Life Underwriters, will address the 
luncheon meeting of the Chicago Life 
Underwriters Association Oct. 30. 


ZIMMERMAN AGENCY NO. 1 


The Zimmerman agency at Chicago 
for Connecticut Mutual Life led all the 
company’s agencies in production of life 
insurance and annuities in Septembe1. 


Charles E. Hooper, formerly with the 
Newark agency of Massachusetts Mu- 
tual Life as office manager, who re- 
signed a year ago to join another agency 
in Newark, has returned to his old post. 
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Barrett N. Coates Carl E. Herfurth 
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CONSULTING ACTUARIES 
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582 Market Street 
SAN FRANCISCO 


ILLINOIS 
DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


lee North La Salle Street, Chicago, Illinois 
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WALTER C. GREEN 


Consulting Actuary 
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Franklin 2633 sent 9947 

















HARRY S. TRESSEL 
Certified Public Accountant and 





Actuary 
10 S. La Salle St, Chicago 
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M. Wolfman, A. A. 1 A Franklin 4030 
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L. J. Lally 








INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries : 
FRANK J. HAIGHT, President 
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HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 











NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuary 


Edward B. Fackler Robert O. Holraa 
8 West 40th Street New York City 
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Wolfe, Corcoran and Linder 
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PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
PHILADELPHIA 
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TEXAS 


GEORGE VAN FLEET 
CONSULTING ACTUARY 
812 Tribune Tower 
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POLICIES 


New Term Policy 
of National Life 


National Life of Vermont has re- 
placed its five year renewable term to 
age 55 with a five year renewable to 65 
and convertible to age 62. This policy 
will be issued ages 20 to 54 for maxi- 
mum amounts of $20,000 at age 20 and 








$50,000 ages 21 to 54. Premium rates 
are as follows: 
Age Prem. Age Prem. Age Prem. 
$11.48 35. .$13.3+ 50. 2 
11.48 36.. 13.58 51. 3.6 
11.56 37.. 18.84 52. 2. 
11.64 38. 14.18 7} TS 82 
11.73 39.. 14.45 54.. 5 
11.838 40. 14.81 755.. 30.78 
11.98 41.. 15.20 156.. 33. 
12.04 42. 15.64 757.. 35.66 
12.16 43.. 16.14 58.. 38.49 
12.29 44.. 16.71 459... 41.62 
12.43 45.. 17.36 460... 45.07 
12.58 46.. 18.11 761. .*46.97 
12.74 47... 13.96 162..*48.95 
12.92 48.. 19.92 763..*51.03 
13.12 49 21.01 164. .%*53.22 





*Term to 65. 
+Rates for ages 


AGENCY NEWS 


Trophy to Columbus Agency 

The Columbus, O., agency of Bankers 
Life of Iowa was presented a trophy 
at a luncheon in Columbus for main- 
taining the greatest percentage of quota 
over all eastern agencies in September. 
Kk. P. Kern, assistant superintendent of 
agencies, made the pre sentation. 


55-64 are for renewal 





Breakfast Meeting in Columbus 


The Columbus, O., agency of Ohio 
State Life held breakfast meeting in 
connection with the campaign honoring 
President Claris Adams. Mr. Adams and 
rank LL. Barnes, vice-president and 
agency director, spoke. R. G. Leuzinger, 
Columbus gene ral agent, presided. 


Teachenor Talks i in Oklahoma 


Teachenor of Kansas City ad- 
Mersfelder agency of 
in Oklahoma City on 


Under War 


Dix 
dressed the L. C. 
Kansas City Life 
“Selling Life Insurance 
Conditions.” 


Honor Bornstein in Seattle 

The Seattle agency of Bankers Life of 
Des Moines, operated by General Agent 
M. A. Link, this month is honoring Sam 
Bornstein, now in his 67th year and his 
17th with Bankers Life. He will enter a 
Seattle hospital in a short time for a 
serious eye operation. 


MANAGERS 


Joint Meeting in Portland 


PORTLAND, ORE.—The Portland 
Accident & Health Managers Club and 
Portland Life Managers Club held a 
joint dinner meeting to meet and hear 
John M. Powell, president, and W. B. 
Cornett, vice-president of Loyal Protec- 
tive Life. 

\. KE. Gravengaard, Bankers Life, 
president of the Life Managers Associa- 





tion, and J. E. Berry, Occidental Life, 
president of the Accident & Health Man- 
agers Club, were hosts. 


Milwaukee Cashiers Meet 


\ sound film, “A New Voice for Mr. 
X,” demonstrating the importance of 
the voice in dealing with the public, and 
a discussion of “The Development of 
Leads by Underwriters,’ featured the 
" onthly meeting of the Life Insurance 
Cashiers Association of Milwaukee. Al- 
fied Pahlow, Old Line Life, association 


FORE UNDERWRITER 


president, sii The discussion lead- 
er was Miss Elsie Bresina, Bankers Life. 





War Problems in Buffalo 

The first fall meeting of the Buffalo 
Life Managers Association was held 
Thursday with Lewis C. Slesnick, Pru- 


dential, newly elected president, presid- 
ing. The impact of the war in connec- 


tion with maintaining agency organiza- 
tions was discussed at a forum led by 
Arthur L. Beck, National Life. 


Des Moines Opens Season 
DES MOINES—At its first fall meet- 


ing the Des Moines General Agents & 
Managers Club heard a talk by Arthur 
3rayton, Des Moines Chamber of Com- 
merce. Supervisors are being invited to 
attend meetings with all membership 
privileges except voting. Round table 
discussions on pertinent problems will 
be held at futufe meetings. 


Northern N. J. Managers Meet 


The Life Insurance General Agents & 
Managers Association of Northern New 
Jersey, is holding a meeting this week in 
Newark to discuss the war problems of 
general agents and managers and also 
to talk over the designation of a mem- 


ber of each agency to take the C.L.U. 
course to be sponsored by the general 
agent. Dr. John P. Williams of the 


American College will be the speaker. 


ACCIDENT 


Murphy vs. Travelers Case 
Is Reargued in Nebraska 
LINCOLN, 


the Murphy vs. 





NEB. — Reargument ot 
Travelers case, the de- 


cision in which was attacked by the 
American Life Convention, eight leading 
casualty companies and two accident 


and health companies, was heard by tlic 
Nebraska supreme court and taken un- 
der advisement. Murphy, a dentist, was 
awarded recovery on two accident poli- 
cies for the loss of use of a hand caused 
by long-continued employment of an 
x-ray machine in the treatment of pa- 
tients. 


The previous decision of the court was 


that this constituted an accident. Attor- 
neys for the A.L.C. argued that the court 
erred in holding that total disability 


exists from the date of the accident with- 
in the meaning of the policy, when it 
results within the time required by the 
processes of nature for the 1 injury to pro- 
duce the effect. They said that this de- 
stroys the distinction between natural 
and accidental death within the meaning 
of policies containing double indemnity 
provisions, and that the same condition 
is true of the construction of what con- 
stitutes total disability. Attorneys for 
other companies alleged that the decision 
had the effect of making a new contract 
between the parties. 


Reliance Life Uses Rider 


The Reliance Life has arranged to add 
a rider to its “perfect protection” policy 
covering non-occupational accidents. The 
rider will only be issued to risks classi- 
fied 3 and higher. Certain occupations 
in the latter group such as farmers, 
other agricultural workers and domestic 
servants will not be cligible because of 
the difficulty in determining whether the 
injury is occupational or non-occupation- 
al. The limits will be $5,000 accidental 
death, $100 monthly indemnity and 
$1,000 medical reimbursement. Non-occu- 
petional insurance is primarily designed 
for the industrial employe who is cov- 
ered by workmen’s compensation while 
engaged in his occupational duties. 


Two Divisions Combined 

The underwriting and claim divisions 
of the accident and health department 
of Illinois Bankers Life have been com- 
bined under the management of F. H. 
Jacobson, who has been manager of the 
claim department for several years and 
has assisted in the underwriting work. 


RECORDS 


American Mutual Life — September 
was the second best month in new busi- 
ness this year with a gain of 37 percent. 
The September gain follows a 22 per- 
cent increase in August. An intensive 
fall “Beat Your Record” campaign is 





now under way and will extend to Dec. 
8. 
R. M. Threlkeld, general agent at 


Cedar Rapids, led in personal production 
in September. J. P. McMahon’s Water- 
loo agency led in agency production for 
the third consecutive month. 


Jefferson Standard Life — Sales 
gmounted to $35,000,000 for the first 
nine months and insurance in force 
stands at $465,000,000, which is a net 


gain of $50,000,000 in the past 24 months. 

The actual volume of business going 
out of force the nine months was §$2,- 
300,000 less than for the same period 
in 1941. The Greensboro agency, head- 
ed by W. H. Andrews, is leading all 
agencies in new sales. E. Frank An- 
drews of this agency is leading the field 
force. 


Union Central—In September paid 
business amounted to $3,686,038, making 


the amount for the first three quarters 
$47,470,755, within 5 percent of last year’s 
record for the same time. 


Creates “Outside Canada” Branch 
Confederation Life has created an 
“Gutside Canada” branch, the secretary 
of which is FF. A. McQueen, who is now 
at head office in Toronto. 
Policyholders formerly living in the 
Far East and in countries now overrun 
by the enemy are turning up in India 
and Australia. This new branch is serv- 
icing their policies. It also looks after 


policyholders now in enemy-occupied 
territory and handles all dealings with 


the Foreign Exchange Control Board at 


Ottawa. 

Mr. McQueen was in Canada on fur- 
lough when the Japs struck in the Pa- 
cific, as were H. W. Merrick, manager 
at Hongkong, and R. N. Bray, manager 


at Singapore. 


Statement of the Ownership, Manage- 

ment, Circulation, etc., Required by the 

Acts of Congress of August 24, 1912, and 
March 3, 1933, 


Of The National Underwriter Life Insur- 
ance Edition, published weekly at Chi- 
cago, Ill., for October 1, 1942: 

State of Illinois, | ... 

County of Cook. j~”’ 

Before me, a notary public, in and for 
the state and county aforesaid, person- 
ally appeared Howard J. Burridge, who, 
having been duly sworn according to 


law, deposes and says that he is the sec- 
retary of The National Underwriter Co., 
publishers of The National Underwriter 
Life Insurance Edition, that the follow- 
ing is, to the best of his knowledge and 
belief, a true statement of the owner- 
ship, management and (if a daily paper, 
the circulation), etc., of the aforesaid 
publication for the date shown in the 
above caption, required by the Act of 
August 24, 1912, as amended by the Act 
of March 3, 1938, embodied in section 
537 Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Publisher, The National 
es eye 7. 

Editor, M. Cartwright, 
ake tae Editor, 
Evanston, IIl. 

Business Manager, H. J. 
Hinsdale, III. 

2. That the owner is: 
corporation, its name 
be stated and also 
under the names 
holders 


Underwriter 


Evanston, III. 
L evering Cartw right, 


Burridge, 


(If owned by a 
and address must 
immediately there- 
and addresses of stock- 
owning or holding one percent 


October 16, 1942 


or more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual owners must 
be given. If owned by a firm, company, 


or other unincorporated concern, its 
name and address as well as those of 
each individual member, muSt be given.) 
The National Underwriter Co., Chi- 
cago, New York, Cincinnati. 
Southern Ohio Savings Bank & Trust 
Company, Cincinnati, Ohio, trustee for 


Stella Goss W ohlgemuth, Elizabeth WwW, 
Herschede and John F. Wohlgemuth. 

Cc. M. Cartwright, Evanston, Ill. 

H. J. Burridge, Hinsdale tl. 

G. W. Wadsworth, Highland Park, Ill, 

R. E. Richman, Boston, Mass. 

3. That the Known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 percent or more of total 
amount of bonds, mortgages or other se- 
curities are: (If there are none, so State.) 
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4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
holders and security holders as they ap- 
pear upon the books of the company, but 
also, in cases where the stockholders or 
security holders appears upon the books 
of the company as trustee or in any 
other fiduciary relation, the name of the 
person or corporation for whom such 
trustee is acting is given; also that the 
said two paragraphs contain statements 
embracing affiant’s full knowledge and 
belief as to the circumstances and con- 
ditions under which stockholders and se- 
curity holders who do not appear upon 
the books of the company as trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner, 
and this affiant has no reason to believe 
that any other person, association, or 
corporation has any interest direct or 
indirect in the said stock, bonds or other 
securities than as so stated by him. | 

5. That the average number of copies 
of each issue of this publication sold or 
distributed, through the mails or other- 


wise, to paid subscribers during the six 
months preceding the date shown above 
PSicicrovsteta a ale screts (This information is re- 
quired from daily publications only.) 
The National Underwriter as pub- 
lisher, by Howard J. Burridge, sec- 
retary. 
Sworn to and subscribed before me 
this 28th day of September, 1942. 
Cc. O'Connor, Jr., 
(Seal) Notary Public. 
(My commission expires July 27, 1946.) 





| eae Unitep Lire is show- 
ing the way with progressive 
up-to-the-minute plans that are 
geared for next year and the years 


after the war...as wellas forthe  < 
present. Agents have a complete 
line of participating and non-par- 
ticipating plans to fit any condi- 
tion—and they, too, enjoy large 
renewal commissions during the 
early years of each contract. 
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AMERICAN UNITED LIFE INS. CO. 


INDIANA 


INDIANAPOLIS 








OF INTEREST TO AGENCY DIRECTOR 


A young, married man (3A Draft classification) with over fifteen years’ experience as 
executive in large life insurance agency is interested in home office connection or 
representing a life insurance company as general agent or agency manager. 
Experience, Background—Supervision of entire sales force, teaching advanced under- 
writing, recruiting and working jointly in field with new agents, designing agency sales 
promotion material and directing agency advertising. 


Averaged quarter-million-dollar personal production past fifteen years. 
Address Q-68, care The National Underwriter, 175 W. Jackson Blvd., Chicago. 
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~ LEGAL RESERVE FRATERNALS 





Many Congresses 
in Annual Session 


Eleven state fraternal congresses have 
scheduled annual meetings in the near 
future, in addition to three which held 
their gatherings in the last week. 

At Nashville the Tennessee Fra- 
ternal Congress held its session Tues- 
day and Wednesday with John E. Little, 
actuary and field manager Maccabees, 
Detroit, as the speaker. 

N. C. Wiley, Lewisburg, president in 
Tennessee, presided, with Mrs. Pearle 
I. Rhoads, Memphis, as secretary. 


Other Gatherings Scheduled 


The other congress meeting dates with 
presiding officers and speakers are: 

West Virginia, Oct. 16-17, president, 
Mrs. Mae Underwood, Fairmont; sec- 
retary, Dr. J. E. Price, Clarksburg. 

Iowa, Oct. 23, Russell-Lamson hotel, 
Waterloo; N. J. Williams, president 
N.F.C. as chief speaker; president, R. W. 
Schultz, Waterloo; secretary, George M. 
Bird, Cedar Rapids. 

Ohio, Oct. 23-24, Deshler-Wallick ho- 
tel, Columbus; T. R. Heaney, immediate 
past president N.F.C., as speaker; presi- 
dent, Mrs. Mayme Hipper, Cleveland; 
secretary, R. C. Cox, Millersburg. 

Indiana, Noy. 6-7, Lincoln hotel, In- 
dianapolis; president, Margaret Garrity, 
Indianapolis. 

California, Nov. 6-7, Leamington ho- 
tel, Oakland; president, Mrs. Leora Gon- 
salvez, Oakland; secretary, M. C. Hos- 
kin, Los Angeles. 

Arkansas, Nov. 7, Little Rock; N. J. 
Williams, chief 


speaker; _ president, 
George H. Steimel, Pocahontas, secre- 
tary, Mrs. Tressie Goldsticker, Little 
Rock. 


Williams on Big Tour 


Texas, Nov. 9-10, Baker hotel, Dallas; 
N. J. Williams as speaker; president, 
Mrs. Lena A. Shugart, Woodmen Circle, 
Garland; secretary, John H. Cullom, 
Dallas. 

North Dakota, Nov. 18, Grand Forks; 
N. J. Williams as speaker; president, 
Dr. Richard Beck, Grand Forks; secre- 
tary, Miss Cora C. Newman, A.O.U.W., 
Fargo. 

Minnesota, Nov. 21, Radisson hotel, 
Minneapolis; N. J. Williams, speaker; 
president, Mrs. Fannie Miller, Minne- 
apolis; secretary, Mrs. H. Luella Ives, 
Minneapolis. 


Pennsylvania, New England 


Pennsylvania, Dec. 3-4, William Penn 
hotel, Pittsburgh; N. J. Williams and 
Farrar Newberry, speakers; president, 
Miss Louise Patrick, Philadelphia; sec- 
rctary, H. Bruce Meixel}; Ben Hur Life, 
Philadelphia. 

New England, Dec. 5, Boston; Messrs. 
Williams and Newberry, speakers; presi- 
dent, Miss Mary M. Doyle, Cambridge, 
Mass.; secretary, Charles C. Fearing, 
30ston. 
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Mo. Congress Names 
Patrick as Head 


Norman E, Patrick, supreme secre- 
tary of Catholic Knights, St. Louis, 
was elected president of the Missouri 
Fraternal Congress at the annual meet- 
ing held for two days in Kansas City. 
He succeeds Ernest A. Olsen, Mis- 
souri manager of W.O.W., Omaha. 


Other new officers are Vice-presi- 
dents, Mrs. Mae FE. Moore, Royal 
Neighbors; R. R. Mefford, Standard 


Life; C. O. Griffis, Brotherhood of Lo- 
comotive Firemen & Enginemen; Mrs. 
Caroline Niederkorn, Security Benefit; 
secretary, Miss Anna Kampmann, 
Catholic Knights, St. Louis, and treas- 
urer, D. J. Kelley, Protected Home 
Circle. 

Dr. H. B Kennedy, medical director 
W.O.W., Omaha, spoke on the relations 
between the medical director and field 
force. E. V. Wood, district manager 
of Maccabees in Louisiana and Texas, 
discussed field work and methods of im- 
proving persistency of business. 


Superintendent Scheufler Talks 


A dinner was held at which Super- 
intendent Scheufler of Missouri was the 


chief speaker, discussing department 
work. Many Kansas City fraternalists 
attended. Mrs. Moore conducted a 


memorial service the second morning. 
A. O. Benz, president Aid Association 
for Lutherans, Appleton, Wis., past 
president National Fraternal Congress, 
in a talk said life insurance has a far 
greater responsibility to the public and 
the nation than ever before, and the 
opportunity to strengthen the nation in 
war as well as in peace by popularizing 


the economic fundamentals on which 
policies should be based. 
Life insurance is making a _ direct 


contribution toward victory, both on 
the military and economic fronts, he 
said, as the societies and old line com- 
panies as well are investing a substan- 
tial part of their premium income and 
accumulated assets in government se- 
curities in order to help finance the war. 

Mr. Benz warned that a military vic- 
tory might become empty if peace 
should be followed by a devastating de- 
struction of economic values. The ac- 
cumulated reserves on insurance poli- 
cies and certificates can help to insure 
against such destruction, he said. 

John P. Ribic, Croatian Fraternal 
Union, gave a talk recommending fra- 
ternalists read the new book on ‘Fra- 
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“LET 
FREEDOM 
RING”’ 

... |hroughout 
All Time! 





SINCE its very origin, life insur- 
ance has been steadfastly “of, by 
and for the people.” It has 
pledged itself to continue this 
democratic course throughout all 
time. 


FIDELITY LIFE ASSOCIATION 
OF FULTON, ILLINOIS 
* Legal Reserve Life Insurance 


*For More than 46 years a vigilant 
champion of American Ideals. 
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ternal Life Insurance.” Resolutions 
were adopted pledging loyalty of fra- 
ternalists to the country and aid in the 
war effort. 


Fraizer Addresses 


Nebraska Congress 


LINCOLN, NEB.—Life insurance is 
well fortified, as a whole, to bear the 
brunt of the increasingly heavy war cas- 
ualty lists, Insurance Director Fraizer 
of Nebraska told the Nebraska Fra- 
ternal Congress in its annual meeting 
here. The principal concern is difficult 
problems connected with settlement of 
policy claims on those casualties, especi- 
ally due to difficulty of obtaining proofs 
of death, due to disappearance or re- 
ports of “missing in action.” 

He disagreed with persons who feel 
life insurance may not survive the 
world-wide struggle. “My message to 
you today would be one of hope for the 
future, assuming, of course, that we all 
exercise a reasonable degree of vigil- 
ance and thrift.” 

Farrar Newberry, secretary Wood- 
men of the World, Omaha, member 
National Fraternal Congress executive 
committee, said the war has put up to 
fraternals new and difficult problems 
which would require all their resources 
and will power to solve. Fraternal- 
ism must prove its worth by interpret- 
ing what it has to offer in terms of 
practical benefits and fraternal service. 

Axel Skelbeck, Danish Brotherhood, 
Omaha, presided. Discussions centered 
around war and safety problems. Capt. 
Paul Shively, Lincoln police safety de- 
partment, stressed that traffic safety is 
more important now because accidents 
delay production and cut manpower. 
Research discloses 20 percent of motor- 
ists are responsible for 80 percent of 
accidents in Nebraska. 

F. J. Cassidy, Ben Hur, Lincoln, past 
president, presided at an open forum 


meeting on effects of war on fraternal 
insurance. He emphasized increased 
importance of state councils because of 
travel limitations. 

Several delegates argued the federal 
government should assume risks of war 
to lighten the burden on fraternals. 
Government competition in selling in- 
surance was discussed. It was sug- 
gested war risks be left to it. 


New Officers Elected 


Officers elected are: President, Guy 
B. Kirk, Omaha, Woodmen of the 
World; first vice-president, Dr. A. E. 
Milliard, Osmond, Catholic Order of 
Foresters; second vice-president, R. L. 
Hruska, Omaha, Western Bohemian 
Fraternal association; third vice-presi- 
dent, C. R. Benkhe, Lincoln, Fidelity 
Life; secretary-treasurer, reelected, Mrs. 
Ruth K. Marhenke, Lincoln, Woodmen 
Circle. ; 

A banquet in the evening at which 
Governor Griswold spoke, closed the 
convention. 





New Jersey Congress to 
Hear Actuary Guertin 


A. N. Guertin, actuary of the New 
Jersey insurance department and head 
of the commissioners committee on non- 
forfeiture values, will address the annual 
gathering of the New Jersey Fraterna} 
Congress Oct. 31 in the Plaza hotel, 
Jersey City. Presidents of three other 
congresses will extend greetings: Miss 
Louise Patrick, Pennsylvania; L. J. Bay- 
ley, New York, and L. L. Littman, 
Maryland and District of Columbia with 
response by Mrs. Helen E. Wold, su- 
pervisor of Royal Neighbors in New 
Jersey, Delaware and Maryland, first 
vice-president New Jersey congress. 
W. J. McGovern, former commissioner 
of parks and public property, Jersey 
City, also will extend welcome. 

Oscar A. Kottler of Philadelphia, New 
Jersey congress president, will present 





Ahead There Lies Sacrifice for All of Us! 
But It’s Our America—Let’s Keep It Free! 


We Have a National Unity Now 
that Should Make Every American 


regard It as a Privilege to Serve in Some Capacity, 
His Country—the “Land of the Free.” 


LIFE INSURANCE COMPANIES ARE GIVING SERVICE 





EQUITABLE RESERVE ASSOCIATION 


Neenah, Wisconsin 
For Field Work—Write H. A. Mitchell, Field Manager 
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showing: Membership, 502,373; 


INSURANCE PLUS FRATERNALISM 


SUPREME OFFICE 








——TWOFOLD SERVICE BRINGS PROGRESS— 


Royal Neighbors of America was chartered in 1895 with a member- 
ship A 4124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 
camps, 
$354,739,493; admitted assets, $84,273,554, and claims paid, $116,399,691. 

This progress is attributable to the Society’s 
service—Protection and Fraternalism. This pinciple was firmly planted 
by its founders and has been a guiding light for 47 years. 

In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of camp 
activities, . financial aid from its fraternal fund for needy members and 
benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded by 


Rovat Neicusors oF AMERICA 





1, 1942, 


5,967; insurance in force, 


principle of twofold 







PROTECTS THE WHOLE FAMILY 


ROCK ISLAND, ILL. 
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president 
report as 
committee. 


guests and E. R. Deming, 
Unity Life & Accident, will 
chairman of the credentials 

In the afternoon session President 
Kottler will give his address and H. 
Bruce Meixel, Ben Hur Life, secretary- 
treasurer, will report. 

Addresses and speakers will be: “An 
\naiysis of Ownership of War Savings 
Bonds,” L. V, Longbotham, manager 
eastern division A.O.U.W. of North Da- 
kota and first president New Jersey con- 


gress; Earl Nicholson, actuary Joseph 
Froggatt & Co., New York; ‘Practical 
Use of Fraternalism,” J. J. Rossbottom, 


supreme vice-chief ranger Independent 
Order of Foresters, Toronto. 

Mrs. Wold is first vice-president and 
probably will be advanced to president. 


Ben Hur Life to Meet 
at Home Office Oct. 20-21 
President W. E. 





Rider of Ben Hur 


Life, Crawfordsville, Ind., will preside 
at the opening session Oct. 20 of the 
i@th quadrennial meeting which will be 
held there. Mayor Cooksey will wel- 
ceme delegates. Reports of President 
Rider, Secretary P. O. Bowers and 


‘Treasurer Paul Stump will be given in 
the afternoon. A dinner wili be held at 
night. Committee reports and business 
matters will be taken up Oct. 21. 


Williams Officiates at Beloit 


Norton J. Williams, president [quit- 
able Reserve, Neenah, Wis., and newly 
elected president of National Fraternal 
Congress, was guest speaker and in- 
stalling officer of the Equitable Reserve 
unit at Beloit, Wis. This is said to be 
the largest lodge in the country with 
643 members, leading Milwaukee, which 
has 622 members. Parents of boys in 
service were guests and were presented 
special awards. 


New Royal League Council 
Officers Are Installed 


Officers of five local Royal 


é League 
councils elected in September 


were in- 
stalled publicly at Milwaukee. The 
Wisconsin advisory council sponsored 
the affair. Wilbur Mullin, Kenosha, 


Wis., advisory archon of Wisconsin, in- 
ducted the new officers. Ray Coderro, 
prominent Milwaukee orator, gave a 
talk on “Fraternalism and Our Part in 
the War Effort.” 

Lester Lauret, advisory past archon, 
was master of escort. Fred A. John- 
son, Chicago, supreme yvice-archon, and 
Dorothy Gibson, Wisconsin state or- 
eanizer, attended. 

Wisconsin is competing with Minne- 
sota in a membership race. 


Sims Brandishes 
Very Big Stick 


Commissioner Sims of West Virginia, 
in an open letter to the health and ac- 
cident insurance industry, brandishes an 
uncommonly | big stick. Unless _ the 
health and accident people get together 
and sponsor a bill in West Virginia pro- 
viding for the type of regulation of the 
business that Mr. Sims desires, he will 
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it—"something" that will 
rest and relaxation years 
now—before you "wear 
And that “something 
a Life Insurance plan. 


DETROIT 


2724-6 Union Guardian Bldg. 
____ F. W. SIMPSON, Manager 


™*= DOMINION 


YOUR RETIREMENT 


"Something" must be done about 
ensure 


HieNATIONAL UNDERWRITER 


recommend at the forthcoming session 
of the legislature repeal of all health 
and accident statutes in the state and 
“prohibit the sale of this type of in- 
surance henceforth and evermore. 

Mr. Sims asked that the health and 
accident people appoint a committee to 
prepare for revising and modernizing 
the statutes “so that the people in West 
Virginia can be furnished with econom- 
ically sound insurance, and so the insur- 
ance department will have a legal in- 
strumentality through which this type 
of business can be properly and legally 
regulated and so that the horse and 
buggy days of the health and accident 
business can be forgotten and a new 
law nane which will envisage a new 
era in health and accident insurance 
comparable to the modernized basis of 
other types of insurance such as fire, 
life, casualty, etc. 

Mr. Sims recalled that in 1934 at the 
instance of the department, health and 
accident business drafted the standard 
provisions law which was _ passed. 
Again in 1938 the A. & H. interests at 
the instance of the department prepared 
group health and accident legislation 
and this also was enacted. 

The commissioner states that these 
laws have proved to be totally and 
wholly inadequate to meet the require- 
ments. The standard provisions law, 
he declared, was designed about 30 
years ago and was agreed upon by only 
a small minority of the men who 
worked on it. It is ambiguous, obso- 
lete and impossible of definition, he 
alleges. 

Mr. Sims’ charges appear to be so 
eeneralized that it is difficult to under- 
stand exactly what he is driving at. 


IN U. S. WAR SERVICE 


Miss Joan F. Haydon of the North- 
western Mutual Life home office has en- 
listed in the WAVES and is assigned to 
the University of Wi isconsin at Madison 
for four months of training in radio com- 
munications. 





Norman T. Carson, agency secretary 
of Security Mutual Life of Binghamton, 
has been granted a leave of 7 
and has enlisted in the army. Mr. Car- 
son, who was active in sales promotion, 
training and recruiting, went to that 
company from the home office agency 
of Fidelity Mutual in 1939. He began 
his career with Penn Mutual. 


Dr. Frederick Fink, formerly medical 
director of Franklin Life, is now sta- 
tioned in the surgeon general’s office in 
Washington, one of the staff of physi- 
cians who examine officers’ papers for 
physical fitness. 

Ben E. Glasgow, manager of Guardian 
Life in Memphis, has been commissioned 
a lieutenant, senior grade, in the navy 
and is to report at Quonset, R. I. 


Dr. Ira Flax, chief medical examiner 
in northern New Jersey for Connecticut 
Mutual Life, has been called to service 
and is now located on the west coast. 


Dr. Jonas M. Colmer, medical exami- 
ner for Bankers National Life of Mont- 
clair, N. J., is at one of the army camps 
in Tennessee. 

Donald Moore, 


manager of Union 
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Central Life in Seattle, has joined the 


armed forces. 
Three Peoria, Ill., agents have been 
advanced in the service. First Lieut. G. 
C. Caldwell, Penn Mutual, has com- 
pleted a special course of instruction at 
Miami Beach, where he was graduated 
from the air force technical training com- 
mand. Fred Gedge, Jr., Penn Mutual, 
has received his wings and commission 
as a second lieutenant at Turner Il ield, 
Albany, Ga. M. J. Jacobs, Equitable 
Society, has been commissioned an en- 
sign in naval aviation. 
Jchn S. Watters, New 


Orleans gen- 


eral agent of Occidental Life of Cali- 
fornia, has been called to active duty as 
lieutenant commander in the navy. He 


will be stationed at the naval academy, 
of which he is a graduate. H. Good- 
rich Flowers, formerly special agent, is 
now in charge of the agency. 

Glenn E. Carter, associate editor and 
business manager of “Pacific Northwest 
Underwriter” Seattle, has been com- 
missioned a first lieutenant in the army. 

A. Henry Moses, assistant treasurer 
of Aetna Life, has been commissioned 
a captain in the army and has reported 


to the ordnance department in Wash- 
ington. 
C. G. Loucks, with the Fred A. Smart 


agency of Equitable Life of Iowa in De- 


troit-20 years, has entered the army and 
is now at Fort Custer, Battle Creek, 
Mich. 

W. E. Green, cashier in Atlanta of 


Travelers, has 
service. C. 
now is in 


been called to military 
C. Bennett, assistant cashier, 
charge there. 


Eugene D. Rich, formerly assistant to 
Douglas Murphey in the advertising and 
publicity department of General Ameri- 
can Life, is now a first lieutenant in the 


army, connected with the second air 
service area command headquarters at 
Fort Worth, Tex., in the intelligence 
section. 
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Actuaries Face Vital 
Question of Hour 





(CONTINUED FROM PAGE 1) 


Should policy reserves on 
business be placed upon a more 
servative interest basis? 

What is a reasonable 


existing 
con- 


valuation basis 


for existing individual and group an- 
nuities 7 
Education of Students 

Under education of students: 


Should the pure mathematics portion 
of the associateship examinations be cur- 
tailed or eliminated? 

Should some of the subjects covered in 
the fellowship examinations be placed 
upon an optional basis? 

What alternative steps might be taken 
to reduce the average time required (now 
11 years) to qualify as a fellow? 

And finally: 

Are there any signs of an upturn in 
the production of new business? Have 
any plans of insurance shown unexpect- 
ed popularity in 1942? 

What has been recent group hospi- 
talization experience in regard to em- 
ploye benefits, dependent benefits and 
maternity benefits? 

What limitations, if any, have been 
placed by the companies to information 
furnished in connection with assignments 
of policies to banks? 

What progress has been made towards 
adding permanent insurance to group 
term contracts? 

Has there been any marked change 
in the rates of loss from mortality, dou- 
ble indemnity, and disability in 1942 as 
compared with previous years? 


B. Cloyne Higgins, manager of Great- 
Vest Life in Halifax, has retired owing 
to ill health. He joined the company 
in 1919. 
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Positive Life Sales 
Picture Outweighs 
Negative Side 


Of course 
the life insurance 
3utler, president 
Rockwood Com- 
pany, Chicago, told 
the Life Agency 
Supervisors there 
in a talk on ‘“Per- 
spective of Our 
Common Agen- 
cy Problems.” For 
instance the gov- 
ernment has placed 
$24,000,000,000 of 
national service life 
insurance on some 
5,000,000 soldiers 
and sailors, life in- 
surance that the life : 
agents of the country did not write. 
These are men whom life agents might 
have written but certainly won't be able 
to see for some time. 

Then there are the grim warnings that 
15 to 30 percent of all retail businesses 
will be out of operation within a com- 
paratively short time and that a large 
proportion of the men in the country 
within a year will change their occupa- 
tion or location. 


there is a negative side to 
sales picture, W. C. 





w. Cc. 


Butler 


Notes Huge Fund to Tap 


But on the other side, he said, there 
is the fact of an estimated 17 billions of 
tree money, of spendable income this 
year for which a great many commodi- 
ties will not compete. 

“This is the biggest money market 
that life insurance has ever had,” he 
said, “We will be doing a splendid pa- 
triotic service by corraling those dollars. 

“I don’t think we are doing a good 
selling job. We have lost sight of our 
perspectives in the business. We are 
overly educated—on the surface. We 
have forgotten how people are motivat- 
ed. We have reached the point where 
all these beautiful specialty sales ap- 
proaches fall flat because our market has 
changed. There is a new type of buyer. 

He recommended that agents go after 
the war workers indirectly. If they 
should try the direct method they would 
have to educate these workers as it was 
necessary to educate all people years ago 
when life insurance had not reached the 
general acceptance of today. 


Need Return to Fundamentals 


It will be necessary for agents to be- 
come imbued with the fundamentals of 
why life insurance is needed, to under- 
stand that the three essentials of living 
are food, shelter and clothing, and they 
can build a very strong story around 
this. 

“Agents who have been in life insur- 
ance work for 20 years have sold under 





Solves Gas Rationing, 
Tire Problem—He Walks 

Thomas O’Malley, general agent 
in west side Chicago for Indian- 
apolis Life, isn’t worrying about 
gasoline rationing. He walks or 
rides the street car or bus to 
make his calls. He has been in 
business 28 years, and since he 
weighs about 220 pounds he 
doesn’t particularly enjoy walking 
to service the approximately $4,- 
000,000 in force in his agency. 

But when a son who had been 
driving the car for him on busi- 
ness calls entered the army the 
first of this year, he started out 
making calls on foot. Without the 
car as an aid, he has made 1,057 
calls so far this year, and they 
have resulted in 382 interviews 
and 176 sales. He is having one 
of his very best years in his busi- 
ness. 
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far more difficult conditions than eictia” 
he commented. “They have sold in com- 
petition with all the other attractive 
commodities and investments, such as 
real estate ‘gold’ bonds. 

“Knowing that a man needs dollars 
for replacement, how will you carry that 
niessage to him? The most important 
part of the life insurance sale hinges 
around the human interest, appeal to 
emotio ns. That is the vital part of sell- 
ing. 


Sees Many Classes 


for the Future for 
Life Insurance Uses 


In the future lending institutions will 
require borrowers to carry life insur- 
ance just as they now require fire and 
windstorm coverage on property, Hal M. 
Ricketts, general agent of Shenandoah 
Life at Covington, Ky., said in a talk be- 
fore the Cincinnati Exchange Club on 

‘The Future of Life Insurance.’ 

There will be a greater appreciation 
and use of business life insurance, he 
said. Life insurance to prevent the 
shrinkage of estates through taxation will 
become more prominent. More life in- 
surance will be used as gifts to younger 
members of families for educational and 
charitable purposes. Mr. Ricketts be- 
lieves that whole communities will be 
insured under group life insurance plans 
without medical examination. 


More Emphasis on Protection 


Where only 1% years of national in- 
come is now protected, in the future in- 
surance will be increased to at least five 
years of national income, bringing in 
force to $650,000,000,000, he predicted. 
There will be heavier emphasis on pro- 
tection rather than investment for many 
years. 

Federal insurance of legal reserves and 
face amount of life contracts, similar to 
the insurance in effect for depositors in 
banks and building associations is in the 
offing, he asserted. As the people re- 
member that 95 percent of their dollar 
comes from current earnings and only 5 
percent from investments, they will 
worry more about the 95 percent and 
less about the 5 percent as they have 
long been doing. 


a 
to D. of C. Unit 


WASHINGTON—Importance of life 
insurance men in the war effort, and the 
part they are taking in it, was described 
at the luncheon meeting of the District 
of Columbia Life Underwriters Associ- 
ation by Ralph Engelsman, associate 
field director of the War Savings staff 
of the Treasury department. Mr. En- 
gelsman is on leave from his New York 
general agency of Penn Mutual. 

Mr. Engeslman emphasized the need 
for life insurance interests to push for- 
ward a well planned life insurance pro- 
gram, adjusted to the needs of the war 
period and service as a stabilizing in- 
fluence, “in peace of mind and satisfac- 
tion,” for those who are engaged in 
the all-out effort to win the war. 

“The life underwriter’s part has never 
been more important,” said Mr. Engels- 
man, “because, for the man who is in 
the service, one of his first concerns is 
the welfare of his family, and for the 
man who is not in the armed service, 
but engaged in equally essential work, 
the desire for family security is equally 
strong and compelling. Insurance men 
and underwriters are in a position to 
bring a powerful factor to bear in buoy- 
ing and stabilizing public and national 
morale. I know of no group which is 
in a more strategic position.” 

A war effort committee was named 
to plan the work of the association in 
relation to aiding the war activities and 
efforts, with Frederick G. Holderman, 
Equitable Society as chairman. The 


vice chairmen are 
Northwestern Mutual: 
Penn Mutual, and J. 
3erkshire Life. 


Kincaid Is K. C. President 


Mutual 
is the new president of the Kan- 
U 


Hiram E. Kincaid, 
Life, 
sas City chapter of C. 
ceeds B. B. Boyd, 
tual. A. S. Ozburn, 
is vice-president, 
of Travelers, secretary. 


Roger 
Joseph 


Northwestern 
General 
and Kenneth 


Baldwin, 
A. Marr, 


McCombs, 


3enefit 


He suc- 
Mu- 


American, 


Patzman 


Boyd re- 
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mains as chairman of the C. L. U. com- 
mittee of the Kansas City Association of 
Life Underwriters. 

The class for this year’s C. L. U. study 
course is now being organized. It will 
deal with life insurance fundamentals 
and will be taught by Oliver Neibel, 
Penn Mutual. About 30 are expected 
to enroll. 


The Aecident & Health Bulletins hel; 
get business. For information write 
120 E. Fourth St., Cincinnati. 
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Treasury Counsel 
for Tax Exempting 


(OONTINUED FROM PAGE 1) 
amounts of income spent for consump- 
tion. Such a tax would of course not be 
levied on amounts of income used for 
savings, including life insurance pre- 
miums. 

“Because it is levied on spendings ra- 
ther than income, it would give relief to 
persons who are devoting a large part of 
their income to repayment of debts, pay- 
ment of life insurance premiums, the 
purchase of war bonds and other forms 
of saving,’ Mr. Paul declared. “Because 
savings in any form are exempt from the 
tax, the spendings tax gives individuals 
an incentive to save rather than to spend. 
The money which is saved is not taken 
as tax revenue but is removed from the 
spendings stream. It can no longer con- 
tribute to inflation.” 


WOODWARD'S VIEWS 


In his discussion of postwar pros- 
pects, Mr. Woodward said that three 
methods of economic regimentation are 
now in force: The compulsion of taxes 
aud forced loans, taxation through infla- 
tion, thereby reducing the purchasing 
power of the dollar, and non-monetary 
control, such as rationing, allocation, 
price fixing, job freezing, subsidies and 
direct comscription of labor and goods. 

“Obviously, the very restraints them- 
sclves generate resentment and desire 
for their removal at the earliest possible 
nioment when war requirements dimin- 
ish to a degree which will permit that 
action,” he said. “This desire for 
greater freedom and satisfaction by the 
whole American public may be amply 
sufficient to overwhelm any = selfish 
group, any group which has a vested in- 
terest in their maintenance.” 

In addition to the desire for economic 
freedom, the ability to achieve it also 
exists, Mr. Woodward said. This abil- 
ity, paradoxically, finds its source in 
war which requires regimentation, he 
said. 

Production Capacity Boosted 

“The very cause—war—which _ re- 
quires all three methods of regimenta- 
tion, is generating forces which should 
help to make possible the removal of 
restraints without a ruinous inflation in- 
evitably following in the train of such 
relaxation,” he declared. “During this 
period, the productive capacity of the 
country is being enormously enlarged, 
by necessity. The volume of new plant 
capacity completed or in process in con- 
nection with the war is equal to over 50 
percent of the total plant capacity exist- 
ing in 1940. In other words, the coun- 
try will have increased its manufactur- 
ing capacity as measured by plant 
investment by one-half.” 

“Perhaps of even greater importance, 
almost incredible advances are being 
made in every direction in technology, 
and many ways found to improve eff- 
ciency. All may not be utilizable now, 
but methods of producing things, of 
transporting and handling and process- 
ing them are being developed which are 
far cheaper than ever before. At the 
same time this nation is developing new 
sources of _raw material, is developing 
independence of materials in an unprece- 
dented manner. 

“All this means that whenever money 
niay be made freer in any relaxation of 
restr aints, that whenever money again 
goes to seek :goods and_ services, the 
economy will be able to supply them in 
a volume, at a speed and with a cheap- 
ness without parallel in all mankind's 
history. The inflationary force of eman- 
cipated madgfey may, therefore, meet the 
resistance of an almost Utopian cornu- 
copia. 








Seek Mass. Actuarial Clerk 
The Massachusetts civil service com- 
mission is advertising examinations to 


HieNATIONAL UNDERWRITER 


be given this month to fill a vacancy of 
senior actuarial clerk in the state de- 
partment of banking and insurance. The 
salary is from $1,320 to $1,800 annually. 


Harrison Cites 
Fiscal Problem 


(CONTINUED FROM PAGE 1) 
tures and consumption must be curtailed 
as government expenditures and con- 
sumption increase. Every dollar that is 
spent by the government should be bal- 
anced by a dollar some individual fails 
to spend. This can be accomplished by 
taxes, war bonds and the purchase ot 
life insurance. 

Price ceilings, rationing, taxes, the 
Byrnes’ commission will help. No one 
should be more interested in prev enting 
the inflation spiral from getting out of 
hand than life insurance companies, who 
want to protect the ultimate purchasing 
power of the life insurance dollar. 

Mr. Harrison remarked that the first 
official action of the life insurance coor- 
dinating committee of which he is chair- 
man, was to offer selected groups ot 
agents to sell series F and G war bonds. 
He said the agents have already done a 
magnificent service in selling E bonds 
and installing payroll deduction plans. 
More than 86 percent of businesses em- 
ploying 100 persons or more are now op- 


erating under the payroll deduction 
plan. 
Mr. Harrison said that this was the 


convention he had 
ever attended other than meetings of 
his own company. He is most amiable 
in his manner and wins the audience to 
him immediately. 


GUERTIN REPORT 


first life insurance 








In the forum on the Guertin commit- 
tee proposals one of the valuable contri- 
butions was made by President T. A. 
Phillips of Minnesota Mutual Life. He 
contended that the public attitude is at- 
fected to a greater extent than company 
executives appreciate by the fact that 
the companies continue to use the Amer- 
ican Experience Table. The public con- 
siders the companies to be backward and 
unprogressive. The business can truth- 
fully say that it is compelled to use this 
table because of state laws and can show 
that the premium costs are actually com- 
puted on a modern mortality basis and 
then converted so they can be expressed 
in terms of the American Experience 
Table. It can be stated that the compa- 
nies haye .underestimated the interest 
factor and that expense margins have 
been whittled down by increased costs 
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and taxes. It can be stated that the use 


of a modern table per se can cause no 
important change in policyholder costs 


and that actuaries under the present set- 
up manage to deal equitably with differ- 
ent ages. Nevertheless these explana- 
tions are not convincing and the field 
is left open to the enemies of the busi- 
ness. The Institute of Life Insurance, 
Mr. Phillips stated, has helped effec- 
tively to propagate correct ideas among 
the public. 

Mr. Phillips took issue with those that 
contend that enactment of the laws rec- 
commended by the Guertin committee 
should be delayed because of the war. 
The speaker said that because of falling 
interest rates many companies will be 
obliged to change their reserve basis and 
non-forfeiture values anyway and if the 
legislatures pass the recommended bills 
the job can be done once and for all. 
The expenses would have to be incurred 
anyway. 

Mr. Phillips emphasized that the pro- 
posed changes would not produce im- 
portant changes in policyholder costs. 
The companies will have to use modern 
interest and up-to-date costs. 

Mr. Phillips contended it is a great 
fallacy to undertake to measure actuarial 
reserves by non-forfeiture values. There 
should be flexibility in the actuarial re- 
serves. Under the present setup if the 
interest rate is decreased in reserves 
there is an increase in nonforfeiture val- 
ues. Under the Guertin proposals the 
companies can be more conservative to 
the extent of 14 percent in reserve calcu- 
lations without affecting non-forfeiture 
values. 

He said that a company, all of whose 
business had been issued on a 3% per- 
cent basis and whose non-forfeiture val- 
tes were on the same basis, could under 
the Guertin proposals put all their busi- 
ness on a 3 percent basis without chang- 
ing non-forfeiture values and the same 
non-forfeiture values as in the past could 
be used in connection with new issues. 
Then, assuming that the reserves had 
been increased to a 3 percent basis and 
the company later, because of a panic or 
a severe decline on asset values, could 
go back to the 3% percent reserve basis, 
although the consent of the commission- 
er would be required under these cir- 
cumstances. 


To an extent, Mr. Phillips declared, 
the Guertin proposals would tend to 
minimize runs on cash value. 


Those attending the business session 
ot the American Life Convention were 
much impressed by the report of Willard 
Boyden of Continental Assurance on the 


investment seminar that was held at 
Indiana University. He reported that 
53 attended as compared with 70 in 


1941, the decline being due to the war. 
Of those attending this year at least 
40 had attended at least one previous 
seminar and 26 had attended two. Those 
enrolled were in touch with some of the 


Mutual Life Has Had 
71 War Death Claims 


Mutual Life has paid a death claim 


on the life of a member of the Ameri- 
can volunteer group, popularly known 
as the “Flying Tigers.’ The company 


has now paid or approved 71 war death 
claims since Pearl Harbor. 

According to Gen. C. L. Chennault 
in a cable to the Central Aircraft Manu- 
facturing Company, which the flyer 
served as a pilot in China until joining 
the “Flying Tigers,” he was “killed 
strafing mission around Lin Chuan, 
China, July 10.’ He was within a few 
days of his 22nd birthday. The body 
was not recovered. Mutual Life re- 
ceived notice July 30 and, upon receipt 
of official certification of death issued 
by the Chinese embassy in Washington, 
paid the claim Sept. 4. Beneficiary was 
the New York University chapter of 
Psi Upsilon fraternity, the 1939 delega- 
tion of the chapter, of which the flyer 


was a member, having taken out the 
insurance on his life as a gift to the 


chapter. 

Included in the war death claims paid 
or approved since Pearl Harbor are 62 
claims from all causes among men in 
the armed services, and nine claim's 
among members of the merchant ma- 
rine and civilians where death was due 


to an act of war. Twenty-five of the 
62 deaths among the armed forces re- 
sulted from actual combat with the 
enemy, 11 deaths having occurred at 
Pearl Harbor. A large percentage of 
the balance occurred as the result of 
airplane accidents within the United 
States. 


class the sailing stayed | up eens into 
the night in conversation with members 
of the faculty. There was a profit to the 
committee of $2,111 and the seminar 
now has a surplus of $7,351, of which 
the executive committee has invested 
$5,000 in war bonds. Publication of the 
quarterly bulletin will be continued. The 
executive committee at a session in Chi- 
cago decided to hold the session again 
next year. It is a graduate school in 
the best university tradition, he declared. 
John Sharp Williams III, insurance 
commissioner of Mississippi and presi- 
dent National Association of Insurance 
Commissioners, in extending a welcome 
from his organization voiced the opinion 
that companies should go on a higher 
reserve basis and have an interest as- 
sumption of at least 244 percent owing 
to the low interest rate of today. He en- 
joined all companies to play safe. 


John Phelps Kieffer, son of Peter J. 
Kieffer, general agent of Ohio State 
Life in Chicago, has been promoted 
from first lieutenant to captain in the 
48th bomb group at Key Field, Meridian, 
Miss. Captain Kieffer entered the serv- 
ice last November as a first lieutenant 
in the medical corps. 





best thinking of the day, he said. The 
atmosphere was conducive to serious 
study and after the regular hours of 
ti 
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Much more for little more is an accepted 
Waldorf policy. You pay no premium 
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assured at all times. Men in the insur- 
ance business find only one liability 
about The Waldorf. ..they are tempted 
to stay too long. 
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J. S. Hale (left), vice-president and actuary Northwestern National Life, is shown 
receiving the Treasury Department’s distinguished service war bond campaign cer- 
tificate on behalf of his company from Boyd Fisher (center) associate field director 
of the war savings staff, and Arthur D. Reynolds, Minnesota war bond administra- 
tor. Northwestern National was cited not only because its employes are buying 
a ag on the 100-10 percent plan but for its promotional aid in stimulating bond 
sales. 


Provident Life, N. D., held a stimulating one-day sales meeting at Fargo: 

Front Row: Earl E. Saunders, home office development supervisor, who enlisted in 
the army the following day; M. C. Kronemann, R. B. Millhouse, C. S. Knapp, Grace 
S. Ordahl, Joseph Dickman, vice-president and superintendent of agencies; H. A. 
Voll, district manager at Fargo and secretary-treasurer North Dakota Life Under- 
writers Association; B. W. Huey, agency secretary; M. M. Millhouse, Ed Langdon and 
R. T. Coutts. 

Middle Row: Rex Robinson, A. J. Johnson, H. J. Monley, Hugh Tierney, A. G. 
Bjorke, J. J. Byrnes, J. C. Ingwalson, C, S. Edlund, S. J. Wierschke, J. A. Fylpaa and 
A. W. Grapes. 

Back Row: Leonard Hertel, George Baird, chief underwriter; C. O. McGee, 
Lester Vetter, Actuary; G. F. Lawrence, Brady Minnis, new home office development 
supervisor; N. Steenerson, Alfred Shirley, C. O. Linnard, H. W. Taylor and 
M. L. Randall. 


RIGHT 


R. G. Yeager (left) superintendent of agencies Lafayette Life, presents display 
of firecrackers to President F. L. Alexander in connection with the President’s 
Month campaign. Each miniature firecracker represents an application written 
in Mr. Alexander’s honor. 


New officers and directors of the Life Agency Managers of Chicago—Front row 
(left to right)—E. W. Hughes, Massachusetts Mutual, vice-president; J. H. Brennan, 
Fidelity Mutual, retiring president; W. E. North, New York Life; P. B. Hobbs, 
Equitable Society, secretary-treasurer, and trustee National Association of Life 
Underwriters; back row—Earl M. Schwemm, Great-West Life, new president; P. J. 
McNamara, Metropolitan Life; C. B. Stumes, Penn Mutual. B. C. Howes, Berkshire 
Life, director, was absent when the picture was taken. 


National Fraternal Congress Law Section officers elected at annual meeting in 
Chicago—(left to right) John A. Riordan, general attorney, Fidelity Life, Fulton, 
Ill., vice-president; Edmund S. Cummings, Jr., general attorney Catholic Order of 
Foresters, Chicago, president; Richard F. Allen, general counsel Standard Life, 
Topeka, Kan., secretary-treasurer, reelected. 


Group of new officers of National Fra- 
ternal Congress elected at annual meeting 
in Chicago—front row (left to right)— 
Henri T. Ledoux, president, L’Union St. 
Jean-Baptiste d’Amerique, Woonsocket, 
R. I.; Norton J. Williams, president 
Equitable Reserve, Neenah, Wis., presi- 
dent; Mrs. Grace W. McCurdy, head of 
Royal Neighbors, Rock Island, IIl., vice- 
president; T. R. Heaney, secretary Catho- 
lic Order of Foresters, Chicago, retiring 
president and director; back row—John A. 
Willo, general counsel National Slovak 
Society, Pittsburgh, director; Farrar New- 
berry, secretary Woodmen of the World, 
Omaha, director; Herman L. Ekern, presi- 
dent Lutheran Brotherhood, Minneapolis, 
director; Walter C. Below, president 
Fidelity Life, Fulton, Ill., director; Foster 
F. Farrell, N.F.C. manager, Chicago. 


. 














The Amaican Way of Work 


The American Way of Work makes possible that bigger thing we prize so 
highly—the American Way of Life. Without the one we could not have 
the other. 


The American Way of Work had an early start. It began with the 
very first setters of our country. When Captain John Smith established 
that first colony at Jamestown, Va., in 1607, he handed out the edict 
that he who would eat must work. ‘Work has developed America and 
made it the land we love. The energy, enterprise, determination, skill 
and resourcefulness of our forefathers have become national traits, a 
vital part of our people. Today the might of America at work is being 
demonstrated as never before. Americans are self-starters, go-getters. 
They are self-reliant and believe that God helps those who help them- 
selves. They cherish the Four Freedoms and are fighting for them. 
They also prize still another freedom—freedom of endeavor. 


Our life underwriters, exemplifying the American Way of Work, 
have erected a 130-Billion-Dollar bulwark of insurance protection. This 
year they will add several billions to that bulwark, and by their efforts 
they are helping to assure the American Way of Life by indirectly con- 
tributing to the War Chest. Let us give it full scope for action, this 
American Way of Work, and thus perpetuate the American Way 
of Life. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY OF THE JU. S. 


393 Seventh Avenue Thomas I. Parkinson 
New York, N. Y. President 























